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Now! Ford Trucks in biggest 
Economy Run ever made! 


Watch for this sign! 


Official identification for 
thousands of truck users in the 
Ford Truck Economy Run 
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ees THROUGHOUT THE UNITED STATES...IN EVERY IMPORTANT TRUCK-USING VOCATION 
eee IN YOUR KIND OF BUSINESS, WITH YOUR SIZE TRUCKS! 

The Ford Truck Economy Run, Jobs will participate under actualday- Economy—one reason why Ford Pub 
most realistic economy study in pte eros conditions. Detailed jg America’s No. 1 Truck Value! CA\ 
truck history, is now under way a . per : ept on a costs And Value is one big reason why more a 
throughout the United States. pics and more truck users all over the 2, | 
It demonstrates Ford Truck economy! country are switching to Ford. Ford den: 

It’s extensive! Thousands of truck users The Economy Run will demonstrate Trucks are making the truck industry’s Pres 
from coast to coast are making the fo; everyone to see, what Ford owners _ biggest sales gains. — 
Ford Truck Economy Run over their nein te ight al Sieadt Pasalen a 
regular routes. Every important kind prdieeanigeninatigs: -tamay matiottanten eg Switch to Ford Trucks to feel N.V 
; ; _ do more per dollar in every kind of A . pos 

of truck-using business is included. truck-using business. And this means the difference—in your pocket- $3. 
It’s all-inclusive! All Ford Truck models they will do more per dollar for you book. See your nearest Ford roo 
from 95-h.p. Pickups to 145-h.p. Big in your business! Dealer today! whi 
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Using latest registration data on 6,592,000 trucks, life insurance experts prove Ford Trucks last longer! 
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Operator 4703W 
for wood casements 





is a precision-built instru- 
ment with the exclusive 
internal gear. It operates 
through screens, on all 
wooden casements equipped 
with butt or extension hinges. 


ys 


etty operators 


make every inch of window area available for ventilation 





Operator 4715 
for wood casements 


is an inexpensive worm and 
gear angle-drive operator 
that functions through 


screens on casements car- 


rying butt or extension 
hinges. It is precision-built, 
easily installed (2 measure- 
ments, 6 screws), lubricated 
for life. 









At the touch of a finger, Getty-operated 
casements make every inch of window area 
available for fresh air, or lock securely at any 
opening desired. Getty operators are ready to 
go to work in any weather, in any season— 
and render long, troublefree service. They are 
easy to install by home owner or builder. 


It pays to stock Getty operators, because 
they are preferred by architects, builders 
and contractors. 


REMEMBER—Getty manufactures all three 
types ... Internal Gear, External Gear Angle 
Drive, and Horizontal Gear (reversible). Write 
for brochure A. 


Getty operators are found on more casement 
windows than all other operators combined. 


& Co., Ine. 


PHILADELPHIA 40, 


PA. 
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Gs We Go to Pross 


KOREAN DEVELOPMENTS continue to dominate all interest. Early 


ideas that this is an uprising requiring police action have been dispelled. 
Military and political experts agree that it may be a long, tough fight— 


involving the most and best we have. 


Plans are being formulated on 
that basis. ; 





THE CRISIS comes at a time when the national economy is at a near 
record level. In the second quarter of this year, total national produc- 
tion may exceed 270 billion dollars. Unemployment, down to 3.4 million 
in June will decline even further in future months. It seems likely that 
the labor market will continue to tighten as men are drawn into the 
armed services and as production for military purposes increases. 





IN VIEW OF POSSIBLE FREEZING of wages unions are now aim- 
ing their negotiating guns for substantial pay increases, even at the 
expense of pension plans, etc. Theory seems to be to get the money now, 
so when freezing order comes the increase will already be settled. Some 
rugged labor-management battles loom ahead, a scramble to get in before 
the clamps are applied. 





PRIVATE CONSTRUCTION, due to the phenominal expansion of resi- 
dential building, has risen to a new peak. In the first six months of 
1950, 238,000 more units have been started than the same period of 1949. 
Earlier estimates of 1,250,000 homes for the year are now being revised 
upward—maybe as high as 1,400,000. 





CONSUMER CREDIT outstanding is 3.2 billion dollars larger than a 
year ago—stands now at the whopping level of 19.1 billion. This amounts 
to about 10 percent of all disposable personal income, as compared to 
4.4 percent in December 1945, and 11.4 percent in 1939. 





WHOLESALE COMMODITY PRICE INDEX has been rising steadily 
since March. Sharper increases in some lines, particularly foodstuffs, have 
come since the Korean war. Accusations that these are being encouraged 


by business are groundless. Increases are merely following long-range 
pattern. 





HOWEVER, SECRETARY BRANNAN’S SLAP at food price increases, 
echoed by Truman—plus the frequent press releases warning that price 
levels must be maintained, foreshadow the controls and regulations that 
are in prospect. Might as well prepare yourself for them. 





THE GOVERNMENT felt that the national economy could assume an 
additional 2 billion arms expenditure without controls. This figure is 
now out the window. In 1939, rearmament came at a slack time. No short- 
ages of manpower or materials then. Today, capacity production and tight 
labor market mean shortages and maldistribution NOW, before intensive 
military production starts. 


Bui_ptnc Propucts MERCHANDISER 























KOREAN WAR AND 
HOUSING 


Builders are wary—some prospects 
rush to buy while others back off 


PRESIDENT TRUMAN’S 
choice of housing as the first point 
at which to apply economic action 
indicates the move was partially 
political and designed to get some 
controls on the books fast. 

Wording of the order sounds 
tough in headlines but interpreta- 
tion can be used to reduce sting. 
The order is smart politics because 
the credit provisions of the order 
can be tightened and relaxed quick- 
ly as the exigencies of the moment 
demand. 

Field reports show dealers and 
builders are both wary until a bet- 
ter idea of the meaning of the re- 
straints are forthcoming.. Some 
home prospects are rushing to buy 
while others are backing off. 

It will likely take some time for 
a definite pattern of interpretation 
to develop. But it is also likely a 
big volume of housing will still be 
available unless the crisis worsens 
materially. 


PRICES ADVANCE 


Most building materials edge 
in Chicago area during June 


LUMBER and Lumber product 
dealer-to-contractor prices contin- 
ued to advance generally in Chi- 
cago during June for the fourth 
consecutive month, according to 
Adolph O. Berger, Regional Direc- 
tor of the U. S. Department of 
Labor’s Bureau of Labor Statistics. 

Average dealer-to-contractor 
prices for No. 2 common Southern 
Pine 1” x 8”-boards increased 7 
percent over May to $112.80 per 
1,000 board feet. No. 1 common 
Douglas Fir two-by-fours increased 
5 percent to $126.60 per 1,000 
board feet and No. 2 common 
Southern Pine two-by-fours in- 
creased 4 percent to $106.00 per 
1,000 board feet. 

Select plain Red Oak flooring in- 
creased 5 percent to $248.20 per 


7 








AS WE GO TO PRESS 


IF CONTROLS COME, how severe will they be? How will they affect 
you? Probably in the form of total, sweeping freeze. Relaxing, if any, 
later. Would undoubtedly include an absolute freeze of wages, prices, rents. 
Also, government regulation of job switching. Rationing, first with the 


most critical items, a certainty. 





HOUSING HAS ALREADY FELT CONTROLS, more stringent credit 
restrictions applied. A return of Regulation W could be expected. Idea 


is to smother all but essential construction in order to turn materials and 


manpower in another direction. 





HIGHER TAXES ARE COMING—increases in all brackets. There is 
talk in congress of cutting domestic expenditures to offset increased mili- 


tary costs. 


Don’t count on these to avoid tax boosts. 





PLEASE UNDERSTAND, some of these possibilities are not things 
that WILL happen. They MIGHT happen. These are serious times. The 
picture is so fluid and changing, so full of “ifs,” that any or all of them 
are potentials. They are straws in the wind, and in these times they 


bear careful watching. 





1,000 board feet. Douglas Fir in- 
terior plywood panel, sound one 
side, increased 4 percent to $192.25 
per 1,000 square feet. Two panel 
Douglas Fir and Ponderosa Pine 
doors increased 4 and 2 percent, 
respectively. 

Mason’s supplies had no price 
advances, remaining firm for the 
month. White lead increased 4 per- 
cent over May in the Paint and 
Paint supplies group. 

Among other building materials, 
standard insulation boards in- 
creased 3 percent over May. 


WAGES UP 


New York City wage rates 
reach new all-time level 


THE new wage rates and bene- 
fits program announced June 30th 
jointly by the Building Trades 
Employers Association of New 
York and the Building and Con- 
struction Trades Council of Great- 
er New York, will push construc- 
tion costs up an average of 3.6% 
effective July 1st, according to The 
Dow Service Daily Building Re- 
ports. 

Of the ten principal trades stud- 
ied, the greatest percentage in- 
crease goes to unskilled common 
labor with an increase in hourly 
wage rates from $1.70 plus 6 paid 
holidays, to $1.90 plus 6 paid holi- 
days, plus 3% for either a welfare 
fund or pension program, amount- 
ing to 15%. 

The next greatest increases go 
to carpenters, cement masons, and 
composition roofers, each receiving 
a 25¢ an hour wage boost with 
other benefits, amounting to 12% 
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RENT COSTS 

A LITTLE MORE 
TAXES COST 

A LOT MORE 





each. The trades studied include 
bricklayers, carpenters, cement ma- 
sons, electricians, composition roof- 
ers, common labor, painters, plas- 
terers, plumbers and_ structural 
iron workers. 

In addition to carpenters, cement 
masons and composition roofers, the 
only other one of the ten trades to 
receive a 25¢ an hour increase plus 
fringe benefits is the structural 
iron workers. The hourly wage 
rate for plumbers has not changed, 
but a 5% welfare fund is started 
as of July 1st, and another 3% will 
be added to this on next October 
Ist. 

Plasterers increase their hourly 
wage rates from $3.20 to $3.30, ef- 
fective July 1st, and will add a 20¢ 
per hour pension contribution on 
January Ist, 1951. Painters are 
now negotiating a new contract to 
take the place of the one expiring 
July 31st. 

Electricians announced a new 
agreement several weeks ago with- 
out any change in the hourly wage 
rate, and with the only additional 
impact upon construction cost be- 
ing a % of 1% absorption by the 
employer for the additional Social 
Security effective January Ist, 
1950, upon all wage earners. 
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OF POLITICAL QUACKS 


MARKETS 


War scare eliminates chance 
to reduce shortages and prices 


ANY HOPE that increasing sup- 
plies would halt the current price 
spiral have gone by the board with 
the current war situation presag- 
ing an even tighter supply situa- 
tion. 

Prices are already being jumped 
to anticipate higher costs and 
bigger demand. The consumer and 
retailer will pay the difference and 
still not get many products when 
and in the quantities wanted. 

Cement, lumber, rock lath and 
some metal products are tight and 
will now get tighter. 

No doubt controls—when applied 
—will roll back prices to some ex- 










tent. But it is anybody’s guess 
when, how much, and at _ what 
levels. 





TACOMA—Logs are moving into 
dumps here in almost unprece- 
dented quantities. The heavy vol- 
ume is due both to good weather 
for logging, a condition that is in 
itself ample cause for full scale pro- 
duction at this season of the year, 
and the unusually heavy market 
demands that currently exist. The 
West Fork Timber Company, one 
of the larger shippers in this area 
reports a heavy log movement that 
included two large logs, one of 
which scaled 7,700 feet and _ the 
other 9,400 feet. Each could sup- 
ply more than enough lumber to 
build a five-room house. The Mil- 
waukee log boom here reports a 
heavy continuing flow of logs fol- 
lowing a monthly volume for June 
that established a record for num- 
ber of cars of logs. No unusually 
bad fires have been reported so far 
although operators and state and 
federal agencies are keeping their 
fingers crossed and continuing to 
exercise every precaution to keep 
the situation in status quo. Inter- 
est in government owned timber 
continues to be high. A sample bid 
was that of the Blagen Lumber 
Company of Hoquiam, which of- 
fered $70,460 this week to be high 
bidder for an estimated 10,000,000 
board feet of timber in the Quin- 
ault district of the Olympic Na- 
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U2 “POPTHESE WIZARDS 


NATIONAL MAGAZINES 


«to create new 
customers for you 





































Every foot of fir ply- 
wood sold—(over 40 
million feet per week!) 
—means business for 
FIRZITE. And there 
are similar fine sales possibilities 
for Satinlac and Weldwood Glue. 
Don’t lose customers—carry all 
3 in stock! 


OUR store Display panels . ... litho 

displays .. . metal signs 
. . newspaper ad mats . 

0 folders, we go all out to 
help you—the dealer—tie in 
to our national ad pro- 
gram. Mail coupon for full 
information. 





Bur ping Propucts MERCHANDISER 


Want us to send YOU inquiries we receive 

from folks in your neighborhood? 

Here’s the story: Every month we adver- 

tise our “Wizards with Wood” — Firzite, 

- Satinlac and Weldwood Glue—in over 20 

magazines like those illustrated. These 

magazines are read by over 10 million 

people. Many write us for dealer’s name... 
and more information. 

Here’s where you come in. We refer 
these local inquiries to dealers like yourself 
— providing you're registered with 
us. All you have to do is mail the 
coupon below, 


Tames that wild grain 

| in fir. As an under seal 

it tightly seals the pores 

. Virtually prevents grain rise and check- 

ing . . readies the surface smooth for 
paint, ‘stain or enamel. For blond, pickled 
wiped or tinted effects on all woods, rec: 
ommend WHITE FIRZITE., (in pints, 


quarts, gallons) 
— est for nat- 


SATINLA : 


ishes. SATINLAC ween Ae vane pre- 
serves natural grain and beauty of any 
plywood or solid wood. Avoids that 
“built-up” look — will not turn yellow or 
darken with age. “Water-white”, easy to 
brush or spray; dries ready for next coat 
in 3 or 4 hours. (Jn pints, quarts, gallons) 


WELDWOOD GLUE 


To make things or fix things, recommend 
Weldwood Glue—America’s largest sell- 
ing glue, for all wood-to-wood bonds. 
Mixes easily with water. Stain-free, rot 
proof, highly water-resistant! /5¢, 35¢, 
65¢, 95¢ and larger sizes. 


The modern 


" pephentcnggentcnsigerinter tennant mote ctmaiatiaas, 
| UNITED STATES PLYWOOD CORPORATION i 
| Dept. 82, 55 West 44th Street, New York 18, N. Y. t 
We omey in stock: f 
| (J Weldwood Glue 0 Firzite CD Satinlac 
| Glad to have you refer your ad inquiries to us. t 
| We are interested in Firzite, Satinlac and Weldwood 
Glue. Please send full information free. 
1 IR abnicisy-s Ray owiinad AGS Samrat Gale oleae te Mewicwerct ae aan 
| MEE Oss cic. hcstaiidwn hip dares nammunamlonaes. 4 auaeeaaenahnee i] 
te 


skin is eek ei i: aay “linc ei i an “as ey lias alga hala ae ane 
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tional forest. The company bid $5 
for hemlock and white fir, $10.80 
for spruce and $17.30 per thousand 
board feet for cedar. Later this 
month, an _ estimated 22,600,000 
feet of Olympic National forest 
timber located on 1,520 acres of the 
Quinault-Humptulips water shed 
will be offered for sale. The mini- 
mum acceptable bid for this stump- 
age has been set at $67,755. The 
Peninsula Plywood Corporation of 
Port Angeles, bid $168,160 for an 
estimated 42,100,000 board feet 
constituting another parcel in the 
Olympic National forest. 


SEATTLE—Inventory as of July 
Ist revealed that logs on Puget 
Sound increased by 66 million feet 
and on Columbia river by 30 mil- 
lion. But comparison with last year 
at this time shows inventory on 
Columbia river to be 100 M less 
and on Puget Sound some 90 M 
feet smaller. Some predict a log 
scarcity that will last a year or 
more. One informant said logs 
could not be bought on Puget 
Sound. So far the industry has lost 
1% working days to do closures 
imposed by fire weather. Loggers 
are doing a good production job 
but the volume of lumber manufac- 
tured calls for greater output. The 
Weyerhaeuser strike continues to 
cut production and with July 4th 
shutdowns the July picture is un- 
likely to improve. 

Demand-prices—A little shading 
of prices on some items indicates 
the market is riding easier for the 
moment due to mid-summer slug- 
gishness but shingles and Ponder- 
osa Pine show advances. Low grade 
fir dimension, No. 3 and 4 is off a 
bit and No. 1 and 2 Green dimen- 
sion has slipped. Dry dimension 
is very tight with most mills out of 
the market. The trade is choosy 
buying for needs; no frantic effort 
to get lumber. Drop siding is active 
and vertical grain flooring is 
stronger. Some price shading oc- 
curs in C and Btr drop siding. 
Green fir boards are off a little and 
No. 3 boards have been bought for 
$2 less. Engleman spruce mills are 
back in the market in a limited 
way mostly offering green dimen- 
sion. There is a $10 variation in 
prices of cedar siding mills which 
have good order files. Idaho White 
pine mills are out of the market. 
No. 4 Ponderosa Pine common has 
advanced $8 and No. 2 and 3 to a 
lesser extent. 

The car shortage in Oregon is 
still bad. Oregon mills are cutting 
prices $2 for cars that originate in 
Washington to take Oregon lumber. 
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KANSAS CITY—The strength 
of the yellow pine market in the 
Southwest was demonstrated last 
week when a temporary lag in buy- 
ing on the East side of the Missis- 
sippi river caused some mills to 
lower prices about $1 a thousand. 
The cut was shortlived as demand 
perked up suddenly and the same 
mills not only restored the cut but 
had to tack on additional prices 
owing to the heavy order file that 
developed. 

There is an abnormally heavy re- 
quest for common lumber and for 
key items going into home con- 
struction. The urgency for ship- 
ment is such that yards are paying 
premiums for prompt delivery. 
Most mills, however, will not ac- 
cept orders at a fixed price. The 
quoted price is the one at time of 
delivery. 

Aggravating the supply situation 
was the fact the government bought 
a substantial amount of yellow pine 
last week. Inventories at the mills 
are as badly broken as ever. Ship- 
ments are moving quickly, once 
they leave the mill. The seasonal 
tieup of box cars owing to the 
wheat harvest is not a major fac- 
tor this year. 

Small mills are coming back into 
production, many having’ been 
closed since last fall. The high 
price and ability to show a profit 
are luring the little fellow. 

No. 2, 1 x 8 kiln-dried boards 
which sold at $80 a thousand dur- 
ing mid-June now are selling from 
$82 to $84, with the air-dried 
grades bringing about $80. On 
1 x 6 kiln-dried the price is $78; 
air-dried about $76 to $77. Finish 
is holding steady at $150 to $160. 

In the dimension class, 2 x 4 
stock is selling at $75 to $77; 2 x 6, 
$76 to $78; 2 x 8, $80 to $82 and 
2 x 10 at $85 to $90, all kiln-dried. 
For air-dried lumber the price is 
about $2 cheaper. 

T h e Trans - Missouri - Kansas 
Shippers board estimates that the 
railroads will require 11,492 cars 
to move the lumber in its district 
during the three months ended 
September 30. This would repre- 
sent an increase of 7 percent over 
the 10,740 actual carloads in the 
same 1949 period. 


LUMBER-NATIONAL 


Lumber shipments of 424 mills 
reporting to the National Lumber 
Trade Barometer were 23.6 percent 
above production for the week end- 
ing July 8, 1950. In the same week 
new orders of these mills were 27.1 
percent above production. Unfilled 
orders of the reporting mills 


amounted to 58 percent of stocks, 
For reporting softwood mills, un- 
filled orders were equivalent to 26 
days’ production at the current 
rate, and gross stocks were equiva- 
lent to 42 days’ production. 

For the year-to-date, shipments 
of reporting mills were 14.0 per. 
cent above production; orders were 
16.0 percent above production. 

Compared to the average corre 
sponding week of 1935-1939, pro- 
duction of reporting mills was 2.5 
percent below; shipments were 16,2 
percent above; orders were 12.5 
percent above. Compared to the 
corresponding week in 1949, pro- 
duction of reporting mills was 6.6 
percent above; shipments were 25.5 
percent above; and new orders were 
10.2 percent above. 


DOUGLAS FIR 


The weekly average of West 
Coast lumber production in June 
was 206,077,000 b.f. or 125.6% of 
the 1945-1949 average. Orders ayv- 
eraged 212,197,000 b.f.; Shipments 
219,472,000 b.f.; Weekly averages 
for May were; Production 221,980,- 
000 (135.3% of the 1945-1949 av- 
erage); Orders 207,128,000 b.f.; 
Shipments 231,312,000 b.f. 

Twenty-six weeks of 1950 cumu- 
lative production 4,973,982,000 b.f.; 
Twenty-six weeks of 1949, 4,844,- 
266,000 b.f.; Twenty-six weeks of 
1948, 4,840,250,000. 

Orders for twenty-six weeks of 
1950 breakdown as follows: Rail 
3,722,968,000 b.f.; Truck 238,543,- 
000 b.f.; Domestic Cargo 1,262,- 
440,000 b.f.; Export 92,931,000 
b.f.; Local 334,217,000 b.f. 

The Industry’s unfilled order 
file stood at 857,860,000 b.f. at the 
end of June; Gross Stocks at 594,- 
367,000 b.f. 


WESTERN PINE 


Holiday effects figures: Produc- 
tion of Western Pine by 98 mills 
reporting to the Western Pine As- 
sociation for the week ending July 
8, 1950 amounted to 39,125,000 feet 
compared to 66,842,000 feet the 
previous week. Orders for the week 
totaled 36,022,000 feet compared to 
65,605,000 feet for the previous 
week. Orders ran 7.9 percent be- 
low production. Shipments during 
the week totaled 36,562,000 feet, or 
6.6 percent below production. Gross 
stocks at the week’s end totaled 
631,578,000 feet compared to 866,- 
237,000 feet for the same week a 
year ago. Unfilled orders on file 
amounted to 227,086,000 feet at the 
week’s end compared to 174,573,- 
000 feet for the corresponding week 
last year. 
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Aollow-Core Plush 


Installation and finishing expense leads most architects and: 
builders to demand the extra beauty, durability, economy and 
sales appeal of Menge) Hollow-Core Flush Doors, : 





1 Balanced seven-ply construction to provide controlled 
reaction in changing weather conditions. 


2 Hardwood construction throughout — stronger, more ’ 
durable, free from grain-raising, more easily and eco- 
nomically finished. 


Exclusive Insulok grid core material has inherent resili- 
-ency, cannot cause warping, nor transfer grid pattern 
to faces 


Greater strength. Adequate core stock surface atea pro- 
vides maxintum gluing surface and resistance to warpage, 


Precision key-locked dove-tailed joinings of stiles and 
rails add strength and stability. 





Ready to finish. Door faces are smoothly belt-sanded. 
Stiles are mechine-planed at factory --—~ prefit to standard 
book sizes. 


Fully guaranteed. Each door must meet rigid quality 
control standards and constant inspection throughout 
manufacture. 


Mengel Hatdwood Flush Doors are economical —~ no 
mouldings to paint-—no corners to collect dirt. Smooth 
hardwood surfaces are less absorbent and less costly to 
finish — easier to clean and longer-lived. 





Write for complete specifications. Use the convenient coupon. 











s 


Also see 
MENGEL STABILIZED SOLID-CORE DOORS 
the finest products of their type on the market. 


ST TET 














The Mengel Co., Plywood Division 
2304 South Fourth Street, Louisville, Ky. 


Gentlemen: Please send me, without obligation, full specifications on 
Mengel Hollow-Core Flush Doors; Menge! Stabilized 
Solid-Core Doors. 


Name. 
SS 


City 
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SOUTHERN PINE 

Holiday effects figures: The 121 
mills reporting to the Southern 
Pine Association for the week end- 
ing July 8, 1950 cut 15,330,000 feet 
of Southern Pine. This was 19.88 
percent below the three year aver- 
age. Shipments for the week ran 


15,163,000 feet, 20.75 percent below 
the three year average and 1.09 
percent below production for the 
week. Orders during the week to- 
taled 16,445,000 feet. This was 
7.27 percent above production but 
14.05 percent below the three year 
average. 





The LUMBER MARKET 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the gmagazine—the Editors. 


DOUGLAS FIR 
Vertical Grain Flooring 
B&Btr. Cc D 
ee 160.00 150.00 110.00 
Flat Grain Flooring 
eT er 130.00 120.00 85.00 
er 143.00 138.00 110.00 


Drop Siding 


1x6 (Pat. #106).150.00 145.00 115.00 
1x6 (Pat. #116).155.00 150.00 115.00 


Ceiling 
a a --115.00 110.00 70.00 
we wacweekewa 120-130 115-125 100.00 

Board and Shiplap 

(green) 1x6 1x8 1x10 1x12 
No. 1... 75.00 75.00 75.00 75.00 
No. 2 ... 70.00 70.00 70.00 70.00 
No. 3 ... 66.00 66.00 66.00 66.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 

2x4 ..81.00 81.00 81.00 81.00 81.00 
2x6 ..80.00 80.00 80.00 80.00 80.00 
2x8 ..80.00 80.00 80.00 80.00 80.00 
2x10 .80.00 80.00 80.00 80.00 80.00 
2x12 .80.00 80.00 80.00 80.00 80.00 

No. 2 Dimension 
2x4 ..77.00 77.00 78.00 75.50 75.50 
2x6 ..76.00 76.00 76.00 75.50 175.50 
2x8 ..75.50 75.50 75.50 75.50 75.50 
2x10 .75.50 75.50 75.50 75.50 75.50 
2x12 .75.50 75.50 75.50 75.50 75.50 


No. 3 Dimension R/L Only 
Se «ce tees aes 


65. 
2x6 ..63.00 
2x8 ..62.00 
2x10 .59.00 
2x12 .59.00 


(Add 8-10 for dry lumber.) __ 





WESTERN PINES 


PONDEROSA PINE 

Selects, 

S2 or 48 4/4 RW 5/4 RW 6/4 RW 
C&Btr. RL ...235.00 240.00 240.00 


Shop, 82S No. 1 0. 2 
St) -Agisnisedwik wadee eae 135.00 115.00 
0 ER ee re 135.00 115.00 

Commons, No. 3 

S2 or 4S No. 2 No. 3 6&Wdr 
| Sr 115.00 79.00 60.00 
so. 2 ae 110.00 76.50 60.00 

1x4 1x5 x6 1x8 
Uppers RL...... “on 
SS are 
ee a 


Idaho White Pine 
Selects, S2 
or 48 1x4 1x6 1x8 5/64 RW 
C&Btr. 
RL 240.00 245.00 250.00 270.00 
D RL 200.00 205.00 220.00 230.00 


Commons, .. 

Commons, 82 or 48 No.1 No.2 No.3 
Pee are or eae caw 
ED ait tira aaah Wa 

Sugar Pine 

Selects, 

S2 or 48 4/4 RW 5/4 RW 6/4 RW 
B&Btr. RL ..270.00 270.00 270.00 
a ee. wecene ua 260.00 260.00 260.00 
aa 245.00 230.00 230.00 

Shop, 82S No.1 No. 2 No. 3 
De) Sickness pease eenae” —) eeeKe 
ia a Saale e adaie» <eginete Cale eure 
ee G2akccece Besee “Gates erieas 


SOUTHERN PINE 


Vertical Grain Flooring 


‘ Cc D 
oe A Bere 190.00 180.00 135.00 
Flat Grain Flooring 
Dae SS taeteucuns 170.00 160.00 123.00 
eB eadenwse'6s 170.00 160.00 123.00 
Drop Siding 
1 x 6 Pat. #106.170.00 160.00 123.00 
1 x 6 Pat. #116.170.00 160.00 123.00 


Ceiling 

. % ¢ eer 155.00 145.00 110.00 
De Sembscene’ cones stink meses 

Boards and 

Shiplap 1x6 1x8 1x10 1x12 


No. 1 ..120.00 120.00 120.00 120.00 
No. 2 .. 82.00 82.00 82.00 82.00 
No. 3 .. 74.00 74.00 74.00 74.00 

No. 1 Dimension 

F 14 16’ 18’ 20’ 





2x 4.83.00 85.00 89.00 92.00 92.00 
2x 6.83.00 85.00 89.00 92.00 92.00 
2x 8.83.00 85.00 89.00 94.00 94.00 
2x 10.90.00 90.00 90.00 92.00 92.00 
2 x 12.98.00 98.00 101.00 104.00 104.00 
No. 2 Dimension 
2x 4.75.00 79.00 81.00 84.00 84.00 
2x 6.72.00 74.00 75.00 78.00 78.00 
2x 8.75.00 74.00 75.00 76.00 76.00 
2x 10.81.00 82.00 81.00 84.00 84.00 
2 x 12.76.00 76.00 76.00 82.00 82.00 
No. 3 Dimension R/L Only 
BE GEtee cece wane 
2x 6.54.00 .... ‘ 
S22 SS6C8 cece . 
‘ee 5)? ere. ‘ 
SH TSSS.CO - cess ree 
REDWOOD 
Finish 
So KZ 6 BOWE. BIG. cc ccccccccs 105.00 
Me HS Bets Ge ec cv cccccecs 130.00 
SS & Baee. Ge. cc cccccccce 170.00 
% = 10 ASBtr. Siding... .cccccce 175.00 
Se Ms eviennenewebecwesnerd 165.00 
ee I iho a uaaddiewe-see a eae a 175.00 
ce re 195.00 
ee [| eae es 205.00 
A ns. o0 oane stands ncner 215.00 


Prices for red cedar siding in mixed 
cars, new bundling 6 to 18’ are: 


Beveled Siding, % inch 
Clear A B 
inch ...... 80-84 78-82 60-62 





4 
eS. 98.00 96.00 78.00 
© Oe. evsees 125-135 123-133 95-100 
© Te. scaues 150-160 148-158 105-115 
Clear Bungalow Siding, % inch 
S Se +s ewex 164.00 62.0 — 
Oe seceen 195.00 193.00 150.00 
20 Be icveees 215.00 213.00 160.00 
ea 205.00 203.00 115.00 
Finish, B and Better S2 or 4S, 
6-16’ or rough 
eee es -145.00-165.00 
2 eS See er eee 175.00 
renee 185.00 
Ceiling or Flooring B and Btr, 9-16’ 
B&Btr. Cc D 
es ee, cocecneee 97.00 85.00 
S  Batecensemacee 100.00 97.00 85.00 
RED CEDAR SHINGLES 
Royals 
ee ee, OE Ta 0 
RE 6s Wa eee cwne-eeee 9.00- 9.50 
ee tc 0 
Perfections 
BOON ORE eccceecccsese 14.25 
a i te.) ee 7.25- 7.50 
om eg | en 4.25 
XXXXXX 
a | . See 12.50-12.75 
BS ae 7.50- 7.75 
Be See Sbccscha cecum 4.25- 4.50 


ENGLEMAN SPRUCE 


Boards & 

Shiplap 1x6 1x8 1x10 I1xl2 
No. 2&Btr...94.00 92.00 92.00 3.00 
No. 8&Btr...78.00 81.00 81.00 86.09 

No. 1 Dimension 

2’ 14’ 16’ 18’ 20’ 
2x4 ..80.00 80.00 80.00 82.00 82.00 
2x6 ..79.00 79.00 79.00 81.00 81.00 
2x8 ..79.00 79.00 79.00 81.00 81.00 
2x10 .79.00 79.00 79.00 81.00 81,00 
2x12 .79.00 79.00 79.00 81.00 81.00 

No. 2 Dimension 
2x4 ..78.00 78.00 78.00 80.00 80.00 
2x6 ..77.00 77.00 77.00 79.00 79.00 
2x8 ..77.00 77.00 77.00 79.00 79.00 
2x10 .77.00 77.00 77.00 79.00 79.00 
2x12 .77.00 77.00 77.00 79.00 79.00 
(Boards graded No. 1, 2, 3 at flat 

price; no price for straight No. 2. Mills 

do not grade out No. 3 dimension sepa- 
rately as in fir.) 





WESTERN HEMLOCK 


Vertical Grain rene 


A C D 
ee 145.00 135.00 90.00 
Flat Grain Flooring 
ae ee 115.00 110.00 80.00 
tae crate. eonecaG 135.00 130.00 100.00 


1x6 (Pat. #106).148.00 135.00 110.00 
1x6 (Pat. #116).148.00 135.00 110.00 


Ceiling 
ee 105.00 100.00 60.00 
eee 120.00 115.00 70.00 

Boards and Shiplap 

(dry x 1x8 1x10 1x12 
No. 1... 81.00 81.00 81.00 81.00 
No. 2 .... 76.00 76.00 76.00 76.00 


No. 3 ... 70.00 70.00 70.00 70.00 


0 
2x4 ..87.00 87.00 88.00 88.00 88.00 
2x6 ..86.00 86.00 86.00 86.00 86.00 
2x8 ..86.00 86.00 86.00 86.00 86.00 
2x10 .85.00 85.00 85.00 85.00 85.00 


2x4 ..84.00 84.00 84.00 84.00 84.00 

2x6 ..82.00 82.00 82.00 82.00 82.00 

2x8 ..82.00 82.00 82.00 82.00 82.00 

2x10 .81.00 81.00 81.00 81.00 81.00 

2x12 .80.00 80.00 80.00 80.00 80.00 
No. 3 Dimension R/L Only 





2x4 ..67.00 

2x6 ..66.00 

2x8 ..65.00 

2x10 .62.00 

2x12 .60.00 

OAK FLOORING 

Clear Pin 8x2% #%x1% %%x2 ‘%xil% 

White ..210.00 180.00 170.00 160.00 

Red ....210.00 180.00 170.00 160.00 
Sel Plain 

White ..185.00 172.00 150.00 135.00 

Red ....185.00 172.00 150.00 135.00 
#1 Com 


White ..160.00 135.00 135.00 120.00 
Red ....160.00 135.00 135.00 120.00 


15” Sh’rts 90.00 65.00 65.00 55.00 


Btr. ....110.00 80.00 80.00 65.00 
#2 Com. .. 70.00 50.00 50.00 35.00 


WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6-18’ are: 
Beveled Siding, % Inch 





Clear <<“ — 
SESS THOM 2c cece 85.00 83.00 70.00 
SEG IMGR oo ccce 120.00 118.00 88.00 
S66 ICR . neces 145.00 143.00 115.00 
S628 IER .ccce ag 125.00 

Clear Bungalow Siding, %4 Inc 

8 inch . bemwmeate 200.00 198.00 160.00 
2 ee. xveoeane 220.00 218.00 170.00 
CS eee 230.00 228.00 165.00 


Finish, B and Btr. S2 or 4S, 
6-16’ or Rough 


ha wabawe ewe ems 145.00-165.00 
ix10 panei ou nuiedeciabdl 175.00 
een ee 185.00; 
Ceiling or Flooring B and Btr., 9-16 
B&Btr. D 
UXS ...ceeeceees 100.00 97.00 85.00 
ena 100.00 97.00 85.00 
Discount on mouldings, 6-20’ odd 
lengths. 


Series 8,000— 
Listing under $4.00—list plus 120 


er cent. 
Listing $4.00 and over—list plus 125 
per attice, 5/16”, 4 to 16’ 
cl Lattice, ’ o 
“s 100 Lin. Feet 
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1x12 
93.00 


81.00 
81.00 
$1.00 
81.00 


80.00 


D 
90.00 


80.00 
100.00 


1x12 
81.00 
76.00 
70.00 


20’ 
88.00 


sé.0 f 1. Protects your customers—This modern 
83.00 “Class 200” National Cash Register pro- 
84.00 vides customer confidence on every sale—cash or 
82.00 e 
82.00 charge. It shows your customer the price charged 
80.00 for each item. Then it adds the amounts mechani- 
cally and shows the total. This speeds service and 


prevents mistakes in prices and addition. 








‘check these 4 great 
jadvantages 


| f & e * 
110.00 
110.00 ; 
| Of this National Kegister 
70.00 


Jf 2. Protects you—This modern SALES reg- 
ister prints a record of every transaction and 
gives you control of the money to be accounted for. 
It acts as a “‘clearing house,”’ providing you with the 
vital figures you need about your daily business. It 
also protects these records under lock and key. 


Y 3. Saves bookkeeping time— 
This register automatically dis- 
tributes the amounts recorded into 
separate columns on a detailed audit- 


gag 7 ee om MW 126724 strip. You can classify your sales by 
3.0 fm eg 8 S93 Ce departments, or by salespeople. You 





can record tax amounts separate from 
sales. You can also record sales-slip 
numbers, quantities, weights, sizes, 
brands, stock numbers, code numbers, 
etc., on any transaction...a valuable 
aid in inventory control. 


nixed Jf 4. Speeds figure work— Built 
“a Naina inside this register is an adding 
70.00 mechanism that will speed your daily 
1 5.00 figure work and eliminate mistakes in 
addition. You can use this feature for 
60.00 . . . . 
70,00 miscellaneous addition at any time 
= during the day, without disturbing 
65.00 the cash register records. 
6’ 
D 
85.00 
85 See for yourself how these four great advantages—plus the many other 
features of the National ‘‘Class 200’’—will increase your profit and 
120 decrease your chances for loss. This National register will quickly pay 
, 125 its cost... and then go on for years making money for you! See it 


at your nearest National Cash Register Company office. 


‘ts | THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 
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WASHINGTON 


CALENDAR 





CONTROLS: Events get along pretty fast; and it 
may well be that big decisions about wartime reg 
ulations will have been made in the capital just 
after this page has gone to press. At the present 
writing, however, official opinion is still fluid; but 
scarce buying and hoarding have shown up in 
enough places and in sufficient quantities to make 
officials wonder about fixing up some wartime 
rules and things for civilian behavior. 


RATIONING AND PRICES: As of now, the Presi- 
dent and the Security Resources Board are inclined 
to guess that such regulations are not needed. If 
this proves to be global stuff, of course the rules 
will be hung on us fast. But it's supposed to be bet- 
ter public relations to let the customers get uneasy 
about rising prices and ask for regulative protec- 
tion. Scared customers are less likely to chase after 
black markets. 


EMERGENCY ACT: While as yet no choice has 
been made between feeding out the rules piece- 
meal, as was done in World War II, and laying 
them all on the line at one crack, there has been 
proposed a tentative emergency powers act. Argu- 
ments for this whole-hog measure are that “modern 
warfare will not allow for delay or half measures in 
mobilization.” As we get it, such legislation would 
be offered as a standby affair; as a gun behind the 
door, just in case. 


PROVISIONS: The actual bill hasn't been made 
public; but following are some of the subjects dealt 
with and that are important to this industry: Price 
and wage stabilization; rationing; employment con- 
trols; labor disputes; priorities and allocations of 
scarce materials; requisition of plants; excess prof- 
its taxes; emergency contracts; and so on. New 
agencies would be set up; an OPA, for example, 
but definitely under some other name! 


CONSTRUCTION CURBS: Frank Cortright, Na- 
tional Association of Home Builders; thinks it's pos- 
sible that the Korean affair can be contained and 
may turn out to be a relatively minor military op- 
eration. If this is true, then of course the housing 
industry can and should keep on building good 
housing of all types in all price classifications in all 
communities. This is possible only if there are no 
war jiggles to the domestic economy. 


ALL-OUT WAR? Then we'd have to face it. No 
more private construction could be started; but 
housing really under way might be finished on 
a minimum basis. Materials doubtless would be 
allocated on priority rules. Only minimum war 
housing under government control could be built; 
and this would be for war workers and military 
personnel. 
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PARTIAL MOBILIZATION: This phrase is used in 
Washington to describe a pretty strong program 
that’s being urged upon the President by some of 
his top advisers. It’s not total mobilization, but the 
difference isn’t wide. There are less rigorous plans 
being proposed; for instance to check inflation by 
means of heavier taxation and reinstated credit 
controls and thus to reduce private purchasing 
power. Of course there are many other suggestions. 


CONGRESSIONAL OPINION: Both Democratic 
and Republican leaders are opposed, at this time 
to putting rigid wartime price, wage and rationing 
controls into the law; even on a standby basis. 
Senator George, chairman of the powerful Senate 
Finance Committee, said he thought this would be 
‘a very serious error.’ Senator Connally, chairman 
of the equally powerful Foreign Relations Commit- 
tee, agreed; and so also did Senator Taft. 

BUYING CURBS: A good deal of attention is 
given to voluntary industry agreements. Senator 
George thinks industry would respond readily and 
fully to voluntary measures. But better get fixed, in 
any event, to live with some checks on sales. Mort- 
gage credit isn't going to be so generous; and in- 
stallment buying will not be so easy. Big war or 
little, this one’s being piled on top of a boom that's 
been taking about all the production. Something's 
got to give. 

NARROW MARGINS: Note a few things in our 
own industry of which we're proud but which, in 
war, can make us a thought uneasy. Construction 
work in June was at the rate of $26.4 billion a year. 
Pressure for building materials has pushed the av- 
erage price of these items up by six percent since 
the first of the year. New housing units started dur- 
ing the first half of ‘50, as you know, numbered 
687,000; compared with 449,000 during the first half 
of ‘49. 


CONSTRUCTION is more than three times its 
volume of eleven years ago when the country at 
that time began to rearm. It was then largely pub- 
lic works, started largely to create jobs. Now it's 
largely private building. Production capacity 1s 
large; but some key industries don’t have sur- 
plus capacity, as they did in ‘39. A big rearmament 
program could shift a large margin of cement, lum- 
ber, steel and copper away from private building. 


LABOR MARKET is likely to tighten; what with 
inductions into the armed forces and with military 
productinon being stepped up. There’s pretty big 
plant capacity for producing ships, planes and syn- 
thetic rubber; but to set this capacity going will 
take a lot of labor. It's being said that women are 
the largest unutilized labor force. 


— 
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A time for restraint 


lt now appears that three things can happen 
on the international front-—one a practical cer- 
tainty -one a probability and one a possibility. 
1. The Korean War. Military action confined 
to this front— possibly as much as a year to clear 


up. 

2. Similar local wars on several fronts, Lran, 
Greeee, Turkish borders, Vienna, Berlin, ete. 
could last several years and progressively de- 
teriorate into 


3. All out total World War. 


Obviously 2 and 3 would bring economic con- 
trols probably more severe than anything we 
have previously experienced. 

Whether or not we will have controls with 
the fighting localized in the Korean front may 
be determined by the restraint exercised by 
American business men primarily and the Amer- 
ican public generally, in the coming weeks and 
months, 


Any widespread hoarding or attempts to ex- 
ploit for profit the country’s need for basic war 
materials will inevitably bring total controls of 
prices, wages, profits, production and distribu- 


tion. 


Business men, through the widespread exer- 
cise of restraint and avoidance of any hoarding 
and exploitation on their own part and on the 
part of their customers, may possibly prevent or 
delay the clamping on of economic controls. 


We now need have no fear of economic col- 
lapse—from depression—because wars and de- 
pressions are not compatible! 


(LDING Propucts MERCHANDISER 


Editorial 


We should have grave fears for inflation. 
which could be disastrous, and of course is the 


cause of economic controls. 


Wartime inflation in our country, if it comes. 
will be caused by greed and the unwillingness 
of our citizens to sacrifice. 

Business men then can do five specific things 
in this crisis: 

1. Be prepared for sacrifices—of profit, in- 
come, volume and personal time and energy. 

2. Set an example in the community by the 
exercise of the utmost restraint in taking any 
undue advantage of the situation. 


. 


3. Use the power of persuasion with greedy 
customers who are obviously attempting to ex- 
ploit the country’s need. 


4. Work with other business men in the com- 
munity in publicizing, if necessary, and stamp- 
ing out any hoarding that may develop locally. 


5. Keep one’s own business in the soundest 
possible condition against that day when we 
may be finally blessed with a peaceful world. 


The net job of the lumber and building prod- 
ucts merchant in wartime is to keep employed 
those available local building tradesmen and 
mechanics, who are not needed in the war effort, 
in the job of maintaining the home front hous- 
ing plant in the best possible shape for the 
health and strength of a people fighting for 


survival. 
went Hood 


Editor 
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STEEL FRAME in small house construction is demonstrated in 
this two-bedroom house sponsored by the Chicago Plastering 
Institute. The Institute says this house, less lot, can be built 
in Chicago for less than $9,000. 



























RANCH-STYLE HOUSE with wide roof overhang is typical 
design in 1,600-house project promoted by J. E. Merrion & Co. 
in Chicago. Builder says veteran can buy two-bedroom model 


for about $8,500. 
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THIS LAYOUT sponsored by J. E. Merrion & Co. is being 


used in a 1,600-house development on Chicago’s southwest side. 
Pp 
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CONCRETE TELEVISION HOUSE is so named because the 
house is designed so that a television set placed on a revolving 
— makes pictures visible from four different rooms in the 
ouse. 


Modern homes keynote 













COVER: Home sponsored by Parents’ 
Chicago Fair of 1950 


Magazine at 


“Avenue of Homes” pulls thousands of visi- 
tors daily. You can do the same thing on a 
smaller scale by opening a model home dur- 
ing National Home Week, September 10-17 


O NE OF THE MOST popular attractions at the 
Chicago Fair of 1950 is the Avenue of American 
Homes. Building materials dealers who visit Chicago 
betwen now and Labor Day will be interested to visit 
the eight homes of contemporary and futuristic design. 
The continued fever-high pitch of the public in 
new homes is evidenced by the crowds of people who 
go through these homes daily. Fair officials estimate 
that one out of every three persons attending the Fair 
visits these homes which have been sponsored by pro- 
ducers of building materials and shelter magazines. 
Most visitors, Fair officials say, do not visit just one 
home but all eight! 

A nominal admission charge to the “Avenue of 
Homes” keeps out the idly curious. Even so, there is 
frequently a long waiting line. Daily attendance at 
the “Avenue of Homes” is approximately 10,000. 

The eight homes fall into four architectural cate- 
gories: Cape Cod, Colonial, Ranch and Modern. Three 
are of frame construction; one each of brick, concrete, 
plaster-steel, frame-stone and gypsum products. Two 
of the homes are expandable. Each house has a floor 
area between 800 and 2,000 square feet. All the 
homes are landscaped and completely decorated and 
furnished. Furnishings, appliances and heating units 
have been supplied by leading manufacturers, whole- 
salers and retailers. 

Unique construction features are seen in several of 
the homes. The place of television in the home is 
dramatized in the Colonial-type home sponsored by 
the Portland Cement Association. This is a one-story 
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EXPANDABLE TYPE HOME is seen here. Addition is de- 
signed for a minimum of interference while construction is 
under way. Radiant heating and large glass areas are features. 
It is designed for the middle income group. 


HIGH ROOF ON CENTRAL WING provides attic storage 
space now but can be finished off for two bedrooms and a bath. 
Exterior is brick painted white, overall dimensions are 44x52. 








Chicago Fair of 1950 





INDOOR AND OUTDOOR LIVING are linked in this three- 
bedroom ranch-style house. Overall dimension of the house is 
80!4x42. Entrance side of the house has no windows. Garden 
or private side of the house seen here is glassed in. 





on 


GARAGE-PORCH at the end of the living room (14x21) adds 
22 feet to the living area of the Better Homes & Gardens house. 
The carport also doubles as an outdoor storage facility. 
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FLOOR PLAN of the Better Homes & Gardens home. Entrance 


side of the house has no windows. 





OPEN CEILING in all but two rooms in Better Homes & 
Gardens house lends a feeling of openness to the house. Fram- 
ing consists solely of wall studs, roof rafters and a 4x20-inch 
spliced ridge beam that runs from gable to gable. Ceiling joists 
are eliminated almost entirely; rafters and sheathing form ceil- 
ings except where lateral strength is needed. There, normal 
ceilings are used with lights concealed above them. 
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MASONRY HOME sponsored by Structural Clay Products 
Institute and Mason Contractors Association of Cook County. 
The one-floor three-bedroom plan has 1,400 square feet of 
living area. Floor brick are used throughout the home and for 
patio and outdoor service areas. 


structure of five rooms—two bedrooms, dining room, 
living room and kitchen with dining space. A television 
set placed on a revolving table is visible from the 
master bedroom, dining room, kitchen and living room. 
Windows in the southeast corner of the bedroom parti- 
tion and northwest corner of the kitchen partition 
make television visible from those rooms, too. 

Two homes of futuristic style are partially con- 
structed of materials and furnished with appliances 
which have proved themselves in research laboratories 
but which are not now in mass production. One of 
these futuristic homes is jointly sponsored by the 
Structural Clay Products Institute and the Mason Con- 
tractors Association of Cook County. The one-floor 
plan with 1,400 square feet of living area includes 
three bedrooms and combination living and dining 
rooms. Exterior walls show how brick, glass and red- 
wood can work together. 

Other model home sponsors aside from those already 
mentioned are Living Magazine, Better Homes and 
Gardens, Popular Homes Magazine, Parents’ Mag- 
azine, Chicago Plastering Institute and J. E. Merrion 
& Co. Blueprints and building specifications are avail- 
able from the sponsors for some of the homes. 


VERTICAL BLINDS are featured in the home sponsored by 


Better Homes & Gardens Magazine. 
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LIVING AREA in concrete house was designed so television 
might be viewed from several rooms in the house without mov. 
ing the set. Overall dimensions of house, including garage, are 
57x26. Living room is 20x13. 








KITCHEN in house sponsored by Living Magazine emphasizes 


one important characteristic of this house: glass areas are care- 


fully located to obtain view from the inside, avoiding the usual 
picture-window effect. 


BEDROOMS in the expandable-ttype home sponsored by 


Living Magazine feature large areas of glass. Swinging windows 


from the bottom permit ventilation. 
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MICARTA PRE-BONDED 
TO PLYWOOD PANELS 


an 






































MAIL THE COUPON 
for full details of 
the Special Deal for 





Manufactured by 


WESTINGHOUSE 


sold for decorative purposes only by 





Now, you can add a new, extra source of profitable volume with 
Micarta Pre-bonded Panels. 


7 BUILDERS, JOBBING CARPENTERS and CONTRACTORS will buy 


them because they can use them in the better-paying kitchen, playroom, bath- 
room and store jobs. With these panels they can now offer the beauty and service 
of this famous Westinghouse high pressure laminated plastic—without owning 
or using a press. They cut and trim these Pre-bonded Panels: with inexpensive 
tools—install just like plywood. Complete instructions are available. And the 


new sizes cut down waste to a minimum. 


HOME HOBBYISTS will install these panels themselves. Through a steady 
stream of ads in The Saturday Evening Post, Good Housekeeping and other 
national magazines they are learning the wonders of Micarta—the lustrous plastic 
surface that defies abuse and dares home owners to chip, stain, dent, scratch or 
even burn it. And every Easi-Bild pattern involving a work surface tells your 


customers to buy Micarta Panels. 


A SPECIAL DEAL offers you a Self-Selling Display and Promotional 
Package that is the fast, business-building way to introduce this new material. 














UN'TED STATES PLYWOOD CORPORATION ¢ and U. $.-MENGEL PLYWOODS, INC. 


B ILDING Propucts MERCHANDISER 


Lumber Merchants : 


UNITED STATES PLYWOOD CORPORATION AL Tae 2 
55 West 44th Street, New York 18, N. Y. > 

Please send details of Micarta Special Deal for lumber ® 

merchants. . 

NAME ° 

& 

COMPANY. a 

e 

ADDRESS z 

City STATE ° 
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LIGHT RAIL is bolted to the floor to accommodate standard material handling and storage. Portable track for use in the 
length and width packages of-lumber. Track could also be laid alley was made from hardwood overlaid with steel strap. Port- 
on ties over solid fill. Track can generally be picked up second able section is held firmly to permanent rail by joiners that 
hand. Dry Kiln carriages are tailor made for this kind of are fastened with a single pin. 





Bader stores its lumber on wheels 


John Bader Lumber company in Chicago has 
the best answer yet to the mechanical han- 
dling and storage of lumber 














. 


R. W. JENKINS, president of John Bader Lumber 
Company, Chicago, says: We’ve tried the system for a 
year. It’s so good we are converting the whole yard. 
. . . Two men put a car load of lumber in storage in 
30 minutes. ... You never have to move other piles 
to get at the lumber you want. ... We can have a 
whole truck load of lumber out on a rush delivery 
in 25 minutes’ time. . . . The system can easily be 
. adapted to the old fashion bin and post type sheds. ... 
PACKAGED LUMBER is brought in by straddle carrier. Fork It makes the savings of a lift truck available to smaller 
lift truck is used to position load on carriage. Small yard could yards with old type sheds. . . . The original invest- 


use lift truck to do entire job. This load will be set on carriage ment is reasonable, the savings in labor and time are 
in background. big. 



















ONE MAN, FOUR MINUTES, to put a thousand feet of dimen- FORK IS USED to shove load back into place. Chain from 
sion in storage. Load is available just as fast, just as easily. carriage to fork is used to pull load out into the alley. 
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THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 


a SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
7 ALL SPECIES 


s}| CANADIAN ForEsST Propucts LIMITED 


EBURNE SAWMILLS DIVISION 
VANCOUVER, B.C. 
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aj |.NEILS LUMBER COMPANY 


IDAHO WHITE PINE - PONDEROSA PINE 
ENGELMANN SPRUCE - LARCH - DOUGLAS FIR 


MILLS: Libby, Montana and Klickitat, Wash. 










‘) SALES OFFICES: Minneapolis, Minn.; Chicago, 
ill.; New York City, N. Y. 
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WARREN HAYES 


ARREN HAYES made “A 

Study of the Distribution of 
Building Materials” as part of his 
work at the Graduate School of 
Business Administration of Har- 
vard University. 

Hayes was, until he made the 
study, completely unfamiliar with 
the building material industry. 
Consequently he was impressed 
with some basic facts that some of 
us within the industry too often 
forget, and which we too often let 
critics of the industry ignore. 

Most basic of these facts is that 
the distributive pattern of the in- 
dustry has been developed as the 
result of the nature of the house 
building process. Hence the distrib- 
utive pattern—for whose ineffici- 
encies critics blame the industry— 
cannot be basically changed or im- 
proved until demands made of a 
home are changed. And it is the 
public—not the building materials 
industry—which makes those de- 
mands. 

The public—and its spokesmen 
in Washington—when demanding 
customized housing and at the same 
time decrying the distributive sys- 
tem necessary: to supply such hous- 
ing, sounds far too much like the 
child who would have his cake and 
eat it too. 

The following quotes indicate the 
line of Mr. Hayes’ study, which 
should be must reading for all 
members of the industry. 


The House 


The house is fixed in location. 
Unlike the automobile, which is 
completely assembled in a factory, 
and shipped to its ultimate user as 
a finished product, the house is 
nearly always erected at the site 
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Study of 


materials 


of its intended use. The house is 
typically identifiable with the plot 


of ground on which it 
throughout its existence. . . 

The house is typically custom 
built. In a nation which has ac- 
cepted the standardization of re- 
frigerators, radios and automo- 
biles, the house is an outstanding 
example of lack of standardization. 
The housebuilding industry has en- 
couraged and exploited consumer 
preference for individuality in 
housing. Actually, there is some 
basis for concluding that the house 
should not be standardized, because 
of the difference in housing re- 
quirements which occurs between 
families. Then, too, the house 
should vary in appearance from 
that of neighboring houses if it is 
to properly appeal to its owner... . 

The house is a complex structure. 
Even a house which is erected ac- 
cording to a standard design is sur- 
prisingly complex. If all the items 
arriving at the site of erection in 
one piece, excluding nails and 
screws, were counted, a total of 
30,000 parts would be the require- 
ment for a typical five-room house. 
These 30,000 parts are fabricated 
from six chemicals, 11 metals, 17 
stone, clay, and glass materials and 
six other basic raw materials; these 
materials are processed by at least 
69 manufacturing industries... . 


rests 


Manufacturers 


General Timber Service  esti- 
mates that in 1945 the 40 largest 
sawmills in the country produced 
only 12.7% of the national lumber 
product, and in that year there 
were some 25,000 active lumber 
manufacturers. In 1945 some 281 
producers turned out more than 
10 million board feet of lumber, 
while 87% of all sawmills produced 


distribution of building 












By WARREN HAYES 


more than one million board feet 
each. 

In the lumber manufacturing in- 
dustry very few producers account 
for a relatively sizable share of 
total production, but the bulk of 
output is attributable to the smaller 
sawmills. 

Thus the system of distribution 
must be geared to these small pro- 
ducers. Large producers can mar- 
ket their output differently, but the 
distribution system must be organ- 
ized to handle the output of the 
small sawmills and small manufac- 
turers of wood products. ... 

One reason for the complexity of 
building materials distribution be- 
comes clear. The system must ac- 
commodate the _ production of 
widely varying sized firms. Small 
producers, a most important group, 
from the point of view of both num- 
ber of establishments and value of 
product, in many cases haven’t the 
volume or the management skills 
necessary for maintaining a mar- 
keting organization. These small 
producers must let others assume 
the responsibility for marketing 
their products, or sell in a re- 
stricted area.... 


The Builder 


The small scale of a_ typical 
housebuilding operation is the most 
significant characteristic of the 
nation’s housebuilders. In 1938, 
90% of the nation’s housebuilders 
erected fewer than 10 houses each. 
It seems safe to conclude that in 
excess of 90% of all builders are 
small. 

The nation has a stake in the 
preservation of these small build- 
ers. In the first place, they repre- 
sent a type of individualism which 
should be encouraged, being as they 
are, independent enterprises. 

In the second place, this group of 
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housebuilders account for a sizable 
proportion of total housing produc- 
tion. As was previously stated, 
69.3% of houses constructed in 
1988 were erected by builders of 
fewer than 25 houses each in that 
year. These small-scale builders 
probably could not be effectively re- 
placed by the expanded operations 
of large builders. Many housing 
markets are not suitable for large- 
scale operations, and many custom- 
built houses are not adaptable to 
large-scale building. ... 

In so far as large-scale builders 
can effectively and economically by- 
pass local distributors, they should 
be able to do so. There is evidence 
that such by-passing is practiced 
by larger builders... . 


Dealer 


Housebuilding is a sequence proc- 
ess. The excavation must first be 
made, and this operation must be 
followed by preparation of the con- 
crete foundation. The frame of the 
house must be erected before siding 
can be applied. Millwork, flooring, 
roofing, lath and plaster must all 
be applied, and in proper sequence. 
Electrical cable and boxes must be 
installed after the studs are up, 
preferably after the sheathing is 
on, but before the inner walls are 
applied. The contractor has a crew 
of workmen to keep busy, and if he 
is not able to follow the sequence, 
housebuilding stops, and the work- 
men become costly nonproducers. 
During the first years after the 
war, when materials were in short 
supply, builders found out how 
costly stoppages of this type could 
be. Many housing projects came 
to a halt in process because some 
parts or some materials were not 
available, and these stoppages tied 
up capital, and added to idle labor 
costs. BUSINESS WEEK reported 
that when materials became more 
available, contractors were able to 
reduce bids purely in anticipation 
of improved efficiency in the utili- 
zation of labor and capital. 

If the housebuilding sequence be 
interrupted by the inaccessibility 
of materials or parts, construction 
costs will almost certainly be in- 
creased. The nationwide system of 
retail lumber and building material 
dealerships has been a guarantee to 
housebuilders that materials and 
parts would be accessible. ... 


Wholesaler 


“he very fact that manufactur- 
rs’ sales branches do exist is 


i) 


Strong evidence of the need for a 
System of intermediate distribu- 
Bvitpinc Propucts MERCHANDISER 





Purchasing Policies of Homebuilders 


Based on a Survey of 21 Builders 





Prime Con- 
tractor Buying 
From: 


Lath 


Floor- Mill- Wall- Cement, Brick, Roof- 
Lumber ing work board Plaster Tile 


Insula- 


ing Paint tion Hardware 





Retail lumber 
yard 7 20 18 18 


Wholesale lumber 
yard 3 1 2 1 


Manufacturer x 


Building mtl. 
dir. 2 


Paint, glass, wall- 
paper retailer 


Hardware retailer 
Hardware whl. 
Manf. x 
Total el el 21 el 
Bought from 


retail lumber 
dealer: U U U U 


U - Usually 
F - Frequently 


15 8 19 5 17 13 


19 5 al 8 19 al 





tors. The large lumber producer 
previously mentioned, primarily 
engaged in the direct sale of lum- 
ber products to retailers, still finds 
it necessary to maintain branch 
yards to sell some items and some 
service some customers. The fact 
that an internally controlled sys- 
tem of distribution should be so 
organized certainly supports the 
conclusion that intermediate dis- 
tributors are a vital and necessary 
part of the system for distributing 
building materials. 


In Conclusion 


On the basis of evidence accumu- 
lated and presented in this study, 
a number of conclusions suggested 
themselves. In the first place, it is 
evident that the existing system of 
distribution is an effect, a result, 
rather than a cause or a matter of 
independent determination, arising 
out of the nature of the industry 
itself. The system of distribution 
has been erected within the en- 
vironment of the house, its builder, 
its market, and the manufacturers 
of its materials and parts. 

It was pointed out that house- 
building is essentially a local activ- 
ity. This is true because of the 
lack of standardization in house de- 
sign and construction methods. 
Buyers have typically preferred 
custom-built, locally assembled 
houses. Because of problems of 
bulk and weight, and of local as- 


sembly operations which are ines- 
capable, prefabrication has thus 
far failed to attract housebuyers. 
Housebuilding has matured as a lo- 
cal activity, with materials and 
parts shipped to a local site-of-erec- 
tion, and thereon assembled. It 
seems likely that housebuilding will 
continue in this pattern. 

It is significant that the forms 
in which materials are marketed is 
not a result of the organization of 
the distributive system, or of an 
arbitrary decision made by the 
manufacturers, but reflect the na- 
ture of the housebuilding proc- 
ess... 

The restoration of competition, 
especially between dealers, should 
do much to enforce more econom- 
ical distribution of materials. Com- 
petition is without doubt the 
strongest force behind economy in 
distribution. 


Competition between manufac- 
turers will put an end to the dis- 
tribution of many materials 
through wholesalers. Competition 
between producers will force them 
to seek the most efficient channel 
for distributing materials. 


On the other hand, competition 
between retailers for available 
housebuilding business will force 
the retailer to purchase materials 
from the most economical sources, 
and in some cases to modify funda- 
mental policy in the interests of 
improving competitive ability. 
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One exhibit 


house sells seven 


Georgia dealer finds that best way to display building prod- 
ucts and construction methods is to build a model home and 
invite people to see it. In this instance it paid off 7 to 1 


BOUT A YEAR AGO, at a dis- 

trict meeting of the Georgia 
dealer’s council, the topic of discus- 
sion turned to the Industry Engi- 
neered house, and the efficiencies 
and economies that modular co- 
ordination can effect in house con- 
struction. From that meeting, 
C. W. (Charlie) Peek, President of 
the Peek-Hightower Lumber & 
Supply Company, Cedartown, 
Georgia got an idea. 

Cedartown is a beautiful little 
city of 15,000 people in northwest- 
ern Georgia. It is situated in a 
county that stands 17th in the na- 
tion for per capita income. Its in- 
dustry is largely centered around 
the fabrication of cotton. Its agri- 
culture is concentrated on the 
growth of that staple product. 

Peek decided that Cedartown was 
an ideal spot to introduce modular 
housing, and that to do so would 
make an interesting project for his 
company. It turned out to be just 
that. 


MODEL I-E HOME DISPLAYED 


Mr. Peek had some property 
in a section of town toward which 
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the city is expanding, so plans were 
put in motion to build a model in- 
dustry engineered house and put it 
on display for the people of Cedar- 
town. This was done, and for a 
week beginning August 27th of last 
year the model house was open to 
all who wanted to see it. 

Needless to say, the results were 
amazing. The people of Cedartown, 
just as they have done in every 
other community of the country 
where model houses have been built, 
flocked to see the new home. At the 
conclusion of the open house, Mr. 
Peek had sold not only the ex- 
hibit, but seven additional houses 
as well. In addition, from registra- 
tion cards filled out by the visitors, 
there were several hundred other 
“live” prospects for new homes and 
improvements. 


EACH HOUSE INDIVIDUALLY STYLED 


The other seven homes, while 
modular in design and construction, 
varied in elevation and floor plan 
each from the other. Thus the cus- 
tomer was given the advantage of 
an individually styled home while 
enjoying the savings in cost that 






A LOT OF HOUSE for the money is 
offered in this example of modular de. 
sign, one of the seven homes sold by the 
Peek-Hightower Lumber & Supply Coin. 
pany, Cedartown, Ga. 























BEDROOM 














modular practices can afford. As 
can be seen by the photographs ac- 
companying this article, each of the 
houses has an attractive and dis- 
tinctive style. 

Efficiencies in time showed up 
particularly well during the fram- 
ing and finishing of the houses. 
All studs and joists were precut in 
the yard before delivery to the job 
site. Truss type rafter assemblies 
were also preassembled. With all 
dimensions modular on the inside, 
the application of dry-wall interior 
wall lining was simple. A minimum 
of cutting and fitting was required. 

Prices for the houses ranged 
from $6500 to $8500 complete. Each 
customer had his choice of colors, 
decorations, etc. When moving day 
arrived for the seven families, they 
were given the key and they were 
all set to start living in them. 


HOUSES ARE CONTRACTOR BUILT 


While the company did the de- 
sign and specification work for all 
of the houses, the actual construc- 
tion was done by a contractor who 
cooperated in following the sug- 
gested modular practices: It was 
his first introduction to modular 
construction too, and he was much 
impressed with the smoothness and 
speed that accompanied the build- 
ing of each house. 

All seven of the houses were com- 
pleted in 54% months. The average 
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The National Retail Lumber Deal- 
ers Association has urged the coun- 
try’s 26,000 building supply dealers to 
participate actively in observance of 
National Home Week which will be 
held September 10 to 17. 

“The nation’s retail dealers who 
supply the materials used in building 
and improving homes can assist in 
improving housing standards by 
holding open-house during home week 
and inviting the public to come in 
and see the great array of new and 
improved materials availabie for resi- 
dential construction,” H. R. Northup, 
executive vice-president of the 

“In addition, dealers can perform 
a real service by showing present 
and prospective home owners how 
easy it is to finance the purchase or 
modernization of a home under to- 
day’s credit terms which are the 
most liberal of all time,” he said. 

“Many home owners are not aware 
that they can pay for major improve- 
ments on a monthly budget plan with 
a Title I FHA loan or through an 
open-end mortgage loan. National 
Home Week, when public attention 
will be directed to better housing, will 
be an ideal time to put the facts be- 
fore the public. 

“Retail materials dealers who are 
constructing homes on their own ac- 
count in cooperation with builders 
and contractors are urged to open 
recently completed or partly con- 
structed homes to the public during 
the week, so that everyone will have 
a chance to see at first hand the fine 
values being built into the new homes 
of 1950 and can appreciate the extra 
comforts and conveniences’ which 
modern homes offer.” 


total construction time for each 
was slightly over 60 days, which 
certainly bears out the time saving 
factor of modular construction. 

Both Charlie Peek and W. J. 
(Bill) Barr Jr., vice president, 
agreé that the project was a suc- 
cess. Perhaps they will repeat it 
again this year or next. In the 
meantime, they feel that the full 
benefit of the one recently finished 
has not yet been fully realized. In- 
quiries are still coming in, interest 
continues high. 

The company is not particularly 
interested in actively entering the 
construction business. Its motto is 
“Everything to Build Anything,” 
and since 1886 it has been essen- 
tially a retail dealership, handling 
the products and offering the serv- 
ices that make the motto appreci- 
ated by the people in its trading 
area, 

At the present time the company 
ias ‘branch yards at Rockmart, 
eorgia, and Piedmont, Alabama. 
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PROOF that standard practices can be used without duplicating elevation and 
floor plan is shown in the above homes. They are all modular yet all different. 
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OFF THE television set, Walt is Walter 
Durbhan, member of the vocational edu- 
cation department, Highland Park High 
School. 





WALT, AND DON M. CROOKS, Douglas 
Fir Plywood Association, build a plywood 
boat—complete even to the oarlocks. 


Walt’s workshop makes 


friends - = and customers 


Home workshop on television 
with an honest and sincere 
message and a homespun 
style, brings the Edward 
Hines Lumber Company into 


a quarter of a million friendly 
homes every week 


AVE YOU HEARD about 

Walt’s Workshop? Chances 
are you have, even though it is a 
television show broadcast each week 
in Chicago, and sponsored by the 
Edward Hines Lumber Company. 
For Walt’s Workshop is one of the 
most amazing and ingenious adver- 
tising projects ever attempted by 
a retail lumber and building prod- 
ucts dealer—and certainly one of 
the most successful. 

Walt is a wholesome looking man 
with a twinkle in his eye that even 
the television camera catches and 
projects to an audience of some 
250,000 fans every Friday evening. 
On top of that, he is an accom- 
plished craftsman. 

In a stage setting that duplicates 
a basement home workshop in all 
respects, Walt builds all sorts of 
things, explaining in a clear, down- 
to-earth style the step-by-step pro- 
cedures. Although the program is 
carefully rehearsed and planned, 
there is nothing canned or unreal 
about it. Walt gets right down to 
the level of the average craftsmen 
who make up his audience, talks 
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man-to-man with them, and do they 
love it? Every one of them can pic- 
ture himself doing the same things 
right along with him. 

One week the 30-minute program 
may be devoted to the building of a 
martin house. Next week it may 
be a book shelf, or a rack for gar- 
den hose. At one time or another 
Walt has shown his audience how 
to build a workbench, a playpen for 
the baby, a radiator cover, a cen- 
terpiece for the Washington’s birth- 
day dinner table—hundreds of 
items, all of them practical and 
usable in the home. 

Some weeks ago Walt, with the 
assistance of Don Crooks, repre- 
sentative of the Douglas Fir Ply- 
wood Association, devoted three 
weeks to the construction of a ply- 
wood rowboat. Now everyone isn’t 
a prospect for a boat. In fact, one 
would imagine that only a very few 
people would have any interest in 
it at all. Yet this series resulted in 
widespread comment, and hundreds 
of persons came to one of the Hines 
yards for a set of the free plans 
offered on the program. 

Whenever a plan or booklet is an- 
nounced on the program, several 
thousand people come to the Hines 
yards asking for it. Some of them 
will also pick up the materials for 
a Walt project, or make a purchase 
of some kind. Some don’t. 

Why then is it so effective to ad- 
vertise like this? What are the re- 
sults? The consumer business in 
all of Hines’ yards is mounting 


WITH NORMAN BARRY, program an. 
nouncer, Walt discusses the staging of a 
show prior to the broadcast. 


IT REQUIRES a battery of cameras and 
a staff of technicians to capture the effect 
of a basement workshop, the kind that 
any home owner might have in his home. 


steadily. More and more persons 
are developing a shopping habit 
with the company. That’s the pay- 
off. By building up a larger and 
larger group of consumer custom- 
ers who come into the yard more 
and more often, not only present 
but future volume is assured. 

According to Phil Creden, adver- 
tising and merchandising manager 
of the company, television is one 
of the most effective advertising 
media ever developed—if used 
right. However, television is quick 
to expose any insincerity or falsity. 
High pressure methods are quickly 
detected and resented. For that 
reason, every phase of Walt’s 
Workshop is designed with the 
thought that it is a guest in a 
person’s home. 

It is a notable accomplishment 
when a customer is developed. But 
when a friend as well as a customer 
is made, that’s a wonderful insur- 
ance for present and future busi- 
ness. That’s what Walt, through 
the medium of television, is doing 
on a mass basis every week in his 
basement workshop. 
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ee IS THE FELLOW DOWN THE STREET 


ry ee GETTING THE 
te ” 
Jumbo” share 
OF YOUR BUSINESS? 


Plenty of building materi- 
al dealers have watched 
the casement storm win- 
dow business go to hus- 
tling newcomers in the 
neighborhood. They’ve 
seen the profits go, too. 
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BUT MANY DEALERS 
STOP COMPETITION = 


sine WILSON STORM SASH 


* THE WILSON LINE 1S THE FINEST 
| We SALES ARE EASY AND PROFITABLE 
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ONLY 
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OFFERS 
BOTH 
sal | That Means FOR INSIDE INSTALLATION 
ect You Are America’s outstanding storm sash! 
— | Twice As Sure eo gn seals ri 
; . Of Making your re — “i y ayste : 
a | 4 Gale Wien aluminum frames. Easy to install. 
. Interchangeable with screens. 
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Ly WwW I LS 0 N Precision engineered for lifetime 
nd | A LU Mi ” U M wear. Smartly styled. Permanent 
oul installation—no storage problem. 
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cost. today! % A source of extra profit for you. 
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1. Training 
personnel 


2. Controlling 


costs 


3. Credit 
policies 





Final article in a three-part series 
of exclusive interviews by AL&BPM 
with Master Merchant J. F. Smith, 
Mr. Smith is president of J. E. Smith 
& Co., Inc., Waterbury, Conn. For 
previous articles about this famous 
New England firm see "Formula for 
Profitable Retailing’’ published in 
the July | issue of American Lum- 
berman; and "Serving the New 
Home and Remodeling Market," 
which appeared July 15. 





Q. How do you select your person- 
nel? 


A. We make every effort to select 
younger employes who seem to have 
potential ability as supervisors. Ex- 
cept for specialized sales or office 
work, it is necessary for persons 
starting in the lumber business to 
work as loaders or yard men or mill 
helpers. 


Q@ Do you have a sales training 
program? 


A. There is no substitute for ex- 
perience. New salesmen are seasoned 
under the guidance of older employes. 
A building materials salesman must 
be primarily a serviceman. Typical 
attributes of a good salesman—per- 
sonality, persuasiveness, etc.—are de- 
sirable. More important, we believe, 
is the ability to correctly inform the 
prospective customer and gain his 
confidence and, in the case of the 
contractor, to know his problems. 

We have sent a number of our em- 
ployes in the sales and stock depart- 
ments to the various courses made 
available through such manufactur- 
ers as Russell & Erwin, Barber-Col- 
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AERIAL VIEW indicating area occupied 


across the street at far right. 


man and Johns-Manville. In addition, 
we hold weekly meetings at which 
manufacturers’ representatives fre- 
quently speak. We have advised and 
assisted our employes in taking re- 
lated correspondence courses. 


Q. Do you have any incentive plan 
for employes? 


A. We make a limited use of in- 
centive plans and bonuses, particu- 
larly in the case of key employes 
whose work can subsantially affect 
our results. Our incentive plan is 


by J. E. Smith & Co., Ine. 


Store entrance is 


adjusted to our profits. In some cases 
where the results of a particular per- 
son’s efforts are clearly determinable, 
we use a plan which is adjusted to 
an agreed-upon formula based upon 
earnings. We believe that the actual 
wage paid is more important than a 
bonus plan. 


Q. What are your credit policies? 


A. We give adequate credit to 
contractors based upon their needs, 
We give a liberal discount to contrac- 
tors for cash payment in order to en- 


eee __'1 PAYS TO PRINT IN THE FALL 


DISPLAYS of insulation, roofing products, molding and paint are seen in this corner 


of Smith’s big new store. 
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@ Every foot of Ozan Soft Pine goes @ Ozan Pine is well-manufactured, 
direct from the saw to the Ozan properly kiln dried and carefully 
battery of modern Moore cross cir- loaded. 


culation kilns. 
@ To insure extra protection in transit, 


@ From kiln to box-car Ozan lumber the lumber in an Ozan car is held 
is stored under cover and loaded firmly in place by a steel strap 
under cover. around the stock in each end of the 

mF @ Ozan Pine is edged after kiln drying, _ 
insuring you and your customers @ Ozan ships ONLY accurately 
straight-line lumber. graded, dry lumber. 







SAWING WOOD 


OZAN LUMBER COMPANY, Prescott, arkansas 





SINCE 1891 
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courage them to do business with us 
and also to repay them for arranging 
their finances in such a manner as to 
be able to make early payment. We 
attempt to fit the credit requirements 
of the individual home prospect to 
his requirements. In addition to the 
standard retail credit terms, we offer 
FHA Title I financing. 


SALES DEPARTMENTALIZED 

Q. Are your sales departmental- 
ized? 

A. Sales and Purchases are organ 
ized under the following four major 
departments: YARD—which includes 
all lumber, mason supplies, wall- 
boards, roofing, flooring and miscel- 
laneous items not grouped in other 
departments. MILLWORK—which in- 
cludes only special millwork and work 
done in the mill to prepare lumber for 
sale. STOCK MILLWORK— interior 
trim, cabinets, doors, stair work, ex- 
clusive of items manufactured in our 
own mill. PAINT AND HARDWARE 
—all paint items, hardware, power 
tools and other store items. This de- 
partment is broken down into three 
departments (paint, hardware and 
wallpaper) primarily for the purpose 
of working out our gross profit in 
each department by charging and 
crediting purchase and sales. 


Q. What system do you use to con- 
trol costs and expenses? 


A. We carry a_ month-to-month 
comparative record of the costs of the 
various items of expense, all depart- 
mentalized insofar as practical. That 
is, each department is charged with 
those items which are clearly allo- 
cable to that department and con- 
trollable within that department. 
Except on an overall basis, we make 
no effort to separate overhead items 
into percentages of sales, etc. We 
consider that this distorts and con- 
ceals the cost record of the depart- 
ment insofar as those costs are con- 
cerned which are clearly assignable 
to that department. We make an 
overall estimate of the expense which 
can be carried at various volumes of 
business; our policies are based upon 
the approximation which can thereby 
be obtained from the result of each 
month’s business. 


Q. What type of bookkeeping and 
accounting system do you use? 

A. We maintain a perpetual inven- 
tory system covering most items ex- 
cept those handled by the store. We 
use the charge slip as the customer’s 
original bill and send in statements 
merely at the end of the month. We 
do not carry individual jobs for vari- 
ous contractors separately in the 
bookkeeping system, but we keep 
the original records and upon request 
analyze contractors’ accounts for di- 
vision into jobs. 

Q. Which category of your busi- 
ness is most profitable? 

A. In general, I would say it is 
the sale of materials to contractors 
and home owners in accordance with 
their needs. That is, the business 
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that comes unsolicited. The individual 


house sale carries an _ adequate 
markup, although averaging some- 
what less than the small miscellane- 
ous sale. The selling cost is substan- 
tial, but is variable in view of the 
relatively high volume of material 
included in one account. 

Typical of the retail lumber busi- 
ness, of course, is that people need 
ing materials for their own purposes 





are constantly calling upon the buiid- 
ing materials dealer to furnish these 
items, and in small quantities, at a 
margin. This business 
which results from previous selling 
efforts and from an established posi- 
tion as a source of supply is much 
less expensive than that business 
which requires a substantial amount 
of servicing like the repair or remod- 


respectable 


eling job. 


( 


, a 


The Ladies Are Looking! 


This is the time for spring bonnets. Also spring cleaning. This is the 
time when ladies look around the house and find al! sorts of work to do. 


Smart ladies, and gentlemen, too, know that Smith’s is the place to get 
the materials necessary to keeping a home looking like new all year ‘round. 


WALLPAPER 


A wonderful assortment of beau- 
tiful Imperial Wallpaper. Every 
pattern and eolor available. 
You'll find exactly what you like 


KITCHEN CABINETS, 
COUNTER TOPS 


All sizes and shapes. They trans- 
form any kitchen Into an effi- 
cient work room ard an attrae- 
tive place to be. Come see them, 


J. E. SMITH « CO., Inc. 


PAINT 


Spring is the best time to paint. 
We have Sherwin-Williams Paint 


for every purpose in every color. 
You can’t buy any better. 


SCREENS 


Wood or aluminum. Both are 


built for heavy duty. Take your 
choice, but get them up right 


away. 


Lumber and Building Materials. 


65 Benedict Street, Waterbury 4-0191 


WOMEN are patronizing the new store and much of the firm’s radio and newspaper 


advertising is directed to this side of the market. 
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GOLDBLATT MASON TOOLS 








Give YOU 


Give Your Customers 





BRICKLAYERS’ AND 
STONE MASONS’ JOINTERS 






SIDEWALK 
EDGER 


ATTRACTIVE 
DEALER DISCOUNTS 


Goldblatt sells direct 
to dealers, is there- 
fore able to offer 
especially attractive 
dealer discounts. 





Goldblatt Tool Company 


1924 Walnut Street 
KANSAS CITY 8, MISSOURI 
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MORE PROFITS 


a rs 


FINEST QUALITY 
GREATER VALUE 
LONGER WEAR 





PLASTERING 
TROWEL 


BRICK 
TROWEL 






Send TODAY for 


FREE 
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! ILLUSTRATED 
! CATALOG 
1 
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Write for your 1950 copy of 
Goldblatt’s illustrated cata- 
log describing the largest 
and most complete line of 
masonry tools and supplies. 








FIRST CHOICE OF THE TRADE FOR 65 YEARS 





QUICKER TURNOVER 
REPEAT CUSTOMERS 





Famous Fealurol 


Sell BEEGEE Windows 























Clean the OUTSIDE from the INSIDE 


CONTROLLED 
VENTILATION 


A Bee Gee ventilating unit 
opens to control room tem- 
perature and permit air to 
enter as desired from three 
directions. 


FULL RANGE OF SIZES 


There’s a Bee Gee Window 
for every room ... for every 
style of architecture ... for 
modest and large size homes. 


WINDOW IS 
ONE COMPLETE UNIT 


The factory pre-fitted Bee 
Gee Window is one complete 
wood unit consisting of 
Frame, pre-fit glazed Sash 
with glass bedded in putty, 
copper Sereen and all Hard- 
ware applied at the factory. 


EASY TO INSTALL 


To install—simply set the 
Bee Gee Window in the wall! 


Famous Bee Gee Windows are sold only through 
lumber dealers in the following states: Michigan, Ohio, 
Indiana, Kentucky, West Virginia, Pennsylvania, New York. 


GET THE BEE GEE WINDOW PROFIT STORY 


for full details... write today... 





BROWN-GRAVES Co. 


AKRON 1, OHIO 
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Low Bid Buying 


“Here is a $69 question,” writes 
Al Spiegel, famous in the retail 
lumber industry as the ‘Old House 
Doc’, Restrick Lumber Company, 
Detroit. (“Why $69 instead of $64? 
Prices have gone up,” explains Al.) 

“How is that car you bought at 
the low dollar?” someone is said to 
have asked the price shopper after 
he had made an extensive tour of 
the used car lots. 

“IT know now how hard it is to 
drive a bargain,” replied the disap- 
pointed owner. 


Penciled on the edge of an 
exceedingly poor ad that some- 
one sent us: “The Sixth Sense 
in Advertising Should Be the 
Sense of Sell.” 


Too High! 


Another of Spiegel’s stories per- 
tains to a modernization contractor 
who submitted a bid in which he had 
forgotten to include the cost of labor. 

“T can get it done for less ... you 
are way too high,” said the prospect. 

It was not until he began to check 
his figures that the contractor dis- 
covered his error ... and took a 
hurried departure. 


There is only one thing more 
deadly in the long run than 
competition and that is the 
lack of competition. 


Going Down... and Up 


You probably stopped, looked and 
listened when you read Don Camp- 
bell’s Lumber Dealers’ Business Sur- 
vey for 1949. It’s worth re-reading 

and remembering. Operating 
statements of 86 lumber yards be- 
longing to the Kentucky Retail Lum- 
ber Dealers Association show that 
operating expenses are increasing 
and that profits are decreasing. 40 
corporations, 28 partnerships and 18 
proprietorships, doing a gross busi- 
ness of approximately $26% million 
had an average net profit, before pro- 
vision for income taxes, of 5.8 percent 
in 1949. In 1948 the average for 77 
dealers in the same zroup was 7.8 
percent. 
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For smoother sale-ing try in- 
tensive, intelligent salesman- 
ship. 


The Why-fors of Mechanization 


siggest single expense item in 
Don Campbell’s Survey of operating 
costs is LABOR. Percentage-wise it 
was 6.6 in °47, 6.5 in ’48, 9.0 in ’49. 
Labor cost for sales amounting to 
$26% million (76 dealers) in 1947 
was approximately $1,748,000. In 
1949 (86 dealers) paid labor costs 
of $2,393,500 to sell $26,400,000 
worth of building materials. This 
does not include salaries. When this 
item is added the figures are 13.0, 
15.6 and 17.0 percent. All of which 
accounts for the widespread _inter- 
est in mechanical handling and the 
rapid trend toward mechanization of 
lumber yards. 


Selling, like handling, is re- 
ceiving the attention of the 
mechanical experts. 


Seeing Is Believing 


The lumber dealer was showing 
shingle samples to a prospect. “Here 
is the way they will look after they 
have been applied to the roof of your 
home,” he said as he stepped to the 
end of the sales counter and snapped 
on a daylight projector which threw 
a picture on the wall showing the 
product in use in full colors. The 
projector and screen were permanent 
fixtures in the salesroom and the 
color slides covered several subjects. 
An index made it a simple matter 
for the dealer to select the slide 
needed to illustrate various. sales 
points. 

“In use” selling, especially in col- 
ors, takes on added significance with 
this compact equipment’ which can 
also be taken to the homes of pros- 
pects. Color slides tell the sales story 
faithfully and without deviation. It’s 
a long step forward in the “mechan- 
ization” of selling although it still 
takes the personal touch to get the 
order. 


Haphazard selling is giving 
way to controlled sales presen- 
tations. 
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Color! "Front and Center!" 


A good friend of ours is particu- 
larly adept at taking color shots for 
slides which he projects on a large 
sereen in his living room. It’s a good 
deal like visiting the various places 
themselves and far more satisfactory 
than movies since the colors are 
much more vivid and each scene can 
be kept on the screen as long as de- 
sired. While our friend uses his equip- 
ment for entertainment purposes, we 
can hardly conceive of anything more 
helpful in making a sale .. . color 
plus selling points in orderly array. 
Take as much time as is needed to 
explain each slide. What could be 
simpler or more effective! 


Missing Link 


Color advertising in magazines 
costs a lot of money but its value 
in the distribution field is unques- 
tioned. Trouble is it doesn’t get in 
its best licks in the store or lumber 
yard where the ultimate consumer 
comes in contact with the goods. The 
projector mentioned above _ supplies 
the missing link controlled 
presentation in colors, at final point 
of sale. 







Two “toughies” for most sales- 
men: (a) Staying on the beam. 
(b) Coming to the point. 








Two Answers 


What to do to stem the tide of de- 
creasing net profits is the moot ques- 
tion in the minds of many lumber 
dealers. We haven’t ALL the answers 
but we insist that two powerful re- 
tarding factors will be found in (a) 
reduced handling costs and (b) im 
proved salesmanship. 

When labor was plentiful, cheap 
and efficient and there was far less 
competition than at present, it was 
a comparatively simple matter to 
operate a lumber yard. But it’s dif- 
ferent today . with complexities 
piled high on complications and with 
competition rearing its head on every 
side . . . competition that will grow 
tougher as time goes on. Only thing 
that will prevent it is war. and war 
of course, means the return of pri- 
orities, allocations and all of the 
things we grew to dislike so heartily. 
As far as we are concerned we'll 
take competition . . . come what may. 
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ONLY RUSCO OFFERS THESE 

hs 4 ~i a ae An DESIGN AND CONSTRUCTION 

, See _~» & iz t-&, \ FEATURES... All working parts 
SBPECIALIZING IN /- ¢ 4 are of strong, tubular, 
: =. 1 WE hot-dipped galvanized 

o a Armco Ingot Iron Zinc- 
PONDERO SA PINE e grip, Bonderized and 
ey one finished with baked-on 

DOUGLAS FIR | ae enamel. No field paint- 
ing required, (except 

wood trim when used). Glazing and on-the-job 


REDWOOD refitting are all completely eliminated. Design 


permits installation in Jess than half the time re- 
quired by ordinary window units. A quality prod- 


© LUMBER uct, competitive with the lowest price window 
unit on the market. 
e MILLWORK OFFERS YEAR ’ROUND BENEFITS: 
1—A year ’round unit—no screens or storm sash 
© MOLDINGS to buy . . . 2—Built-in ventilation control... 3— 
Glass and screen panels removable from inside 
e 
SIDING for easy washing . . . 4—No weights, cords or 
we ahele)ii(e balances ... 5—Waterproof felt weather stripping 


. 6—No binding or sticking . . . 7—Lumite 
plastic screen cloth—permanent—no deteriora- 
tion or streaking . . . 8—Automatic locking in 
closed and ventilating positions. 

RUSCO GIVES YOU a complete, factory-assembled, 
factory-painted metal unit . . . contains glass, screen, 


weather stripping, installation members (wood or metal), 
self-storing insulating sash*. ‘optional 


Get the facts about Rusco Prime Windows. You'll see why 
they save on-the-job costs... help sell houses. See the Rusco 

AY Wal | 0 (: distributor in your locality, or write direct. 
THE F. C. RUSSELL CO. 


Bs " talliiitirase 
? “i. Department 7-AL70, Cleveland 1, Ohio 
£8 S. Michigan Ave., Chicago 3, Ill. Manufacturer of the famous Rusco all-metal, 


e ; Telephone RAndolph 6-0540 self-storing combination screen and storm sash. 
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PRICES 


Warehouse or Carload 
Shipments 

























Dependable shipments of high 
quality birch plywood—birch ve- 
neer—birch lumber—birch doors. 


BIRCH PLYWOOD 


STOCK PANELS 


Grades A-A, A-1, A-2, A-3, 1-1, 1-2, 
1-3, 2-2, 2-3, 3-3. All thicknesses: 
Vp" to 34”. Complete stock sizes 
or your sizes upon request. 


CUT TO SIZE 


Excellent sources for cut to size 
panels. 














BIRCH DOOR PANELS 


Grades available: 1-3, 2-3, 3-3, in 
Vy" and 3/16” thicknesses. All 
panels are 3-ply construction. 









Phenolic, Urea, Melomine and 10 
Cycle Glue. All hot press glues, 
on door panels and stock panels. 
All birch plywood meets standard 
CS 35-47 Bureau of Standards 
specifications. 










BIRCH VENEER 


Rotary and Sliced Cut. Standard 
Thicknesses. Faces, Backs, Cross 
Banding & No. 1 Sheet Stock. 


Specify your Requirements. 










DEPENDABLE 
DELIVERIES 


W. R. BRAUND 


Suite 214, Dept. CD 
Wabeek Building 


BIRMINGHAM, MICH. 
Telephone 5022—TWX Birmingham 500 
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Products .... Sales 


Architectural File—Jay G. McKen- 
na, Inc., manufacturer of sliding door 
hardware, offers a complete detail file 
to architects and contractors. This 
file contains details of Kennatrack 
sliding door hardware in practically 
every type of interior residential slid- 
ing door installation—communicating 
doors; converging open and closed 
pocket applications; bypassing ward- 
robe and cabinet doors. Write Jay G. 
McKenna, Inc., Dept. AL, Elkhart, 
Ind. 


New Asphalt Tile Floor Mainte- 
nance literature has just been re- 
leased by the Asphalt Tile Institute. 
The folder gives simple rules for 
cleaning and waxing, and also de- 
scribes the recommended types of 
casters, glides, and other floor protec- 
tion equipment to be used on furni- 
ture to prevent marring or indenting 
the surface of asphalt tile and other 
resilient floors. Write the Asphalt 
Tile Institute, Dept. AL, 101 Park 
Ave., New York 17, N. Y. 


Railings No. 205 and No. 206, avail- 
able from The R. G. Coffman Co., 
Inc., are the result of an adoption of 
standards which conform with build- 
ing practices. Since stock sizes can 
be built in, they short-cut and elimi- 
nate costly expenses. Coffman’s Rail- 
O-Graph offers a quick way to visual- 
ize application of No. 205 stock-step- 
rails to any size treads and risers. For 
copies write The R. G. Coffman Co., 
Inc., Dept. AL, Orlando, Fla. 


Set Up Your Volume with Versa- 
tile Douglas Fir Plywood, is a 4-page 
folder giving plywood’s principal uses 
in construction. “Douglas Fir ply- 
wood is a basic building item,” ac- 
cording to the folder. “You can sell 
it for scores of uses on every job... 
for siding, sheathing, sub-flooring, 
roof decking, interior paneling, built- 
ins, cabinets. Regardless of the build- 
ing season, you can build volume by 
selling plywood to home craftsmen, 
to farmers, to boat-builders, to sign 
and display shops, for remodeling.” 
Write Douglas Fir Plywood Associa- 
tion, Dept. AL, Tacoma Building, 
Tacoma 2, Wash. 


Cemesto Design and Construction 
Application Data are covered in a 
manual containing 40 pages of de- 
tailed drawings, data and other in- 
formation. Celotex Cemesto Board is 
a structural insulating panel unit con- 
sisting of a core laminated cane fibre 
insulating board surfaced on both 
sides with light gray cement-asbestos 
boards bonded with moisture-proof, 
highly vapor-resistant bituminous ad- 
hesive. The new manual has been as- 
sembled to help plan and design low- 
cost, permanently constructed build- 
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ings in all climates. For free copy, 
write The Celotex Corporation, Dept. 
AL, 120 S. La Salle St., Chicago 3, 
Il. 


Car Door Roller Speeds 
Loading, Unloading of Cars 
Now in use in over 30 states, the 
Wisconsin Lumber Roller is _ re- 
ported to save time, energy, and 
money too. The car door roller 


guides your lumber, providing a 
fast way for loading and unloading 
Either guide roller 


lumber cars. 


can be removed to accommodate ex- 
tra wide lumber. Roller telescopes 
out to fit any size door up to 8% 
feet. Rubber ends prevent slipping 
on steel door jambs. The roller is 
adjustable to any position, and can 
also be moved anywhere along the 
tube. Steel tubing affords extra 
strength. The distance between 
guide rollers is 2012”. Write Wis 
consin Lumber Roller Company, 
Dept. AL, P. O. Box 293, Oshkosh, 
Wis. 


New Hotpoint Disposall 

The new Hotpoint Disposall is 
shown here in cutaway drawing as 
it fits in automatic dishwasher-sink. 
Model MW5 is standard version, 
while MWP5 can be installed in 
ready - plumbed dishwasher - sink. 
New Disposalls are more compact, 
have white outer jacket with bright 
metal trim. Appliance is being pro- 
duced in company’s automatic dish- 
washer factory at Milwaukee. 
Write Hotpoint, Inc., Dept. AL 
5600 West Taylor St., Chicago 44, 
Ill. 
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AGED TRIM SAVES... 





































Ae: 
’ . . 
‘ Here’s why John Day is the most profitable 
door and window trim you can handle: 
py, You save sorting, save handling, when you sell 
ept. John Day packaged trim. 
“7 You don’t have inventory losses on dirty, 
damaged trim. John Day packaged trim is as 
clean on the job as when it leaves our mill. 
Builders like it. Only John Day trim is al- 
the ways superior “A” Grade Ponderosa Pine. 
. Complete bundles are ready to drop near each 
re- door or window opening. Decorating costs 
and less, since it seldom needs sanding and Pon- 
ller derosa Pine takes less paint. 
: P . You can show a faster turnover on a lower 
iles inventory with John Day packaged trim. It 
ed is distributed only through millwork job- 
bers. Write us today for the name of the 
jobber nearest you. 
OREGON LUMBER COMPANY, Baker, Oregon 
JOHN DAY PONDEROSA PINE PRODUCERS 
AND MANUFACTURERS since 1889 
eX- 
pes 
81, paca 
ing 
r is e ° 
can 
ie Robbins Parkay Wood Tile... 
<tra 
vis “PAUL BUNYAN” of floori 
ie the of flooring! 
any, 
- MAPLE —the “tough guy” of the northern woods 
—is used by Robbins to make PARKAY WOOD . ROBBINS . 
TILE, a flooring whose ability to take hard usage a a 
. Sizes 
‘ has become legendary. Paul Bunyan himself ; . 
| is , . 6%" x 6% 
, as would have chosen it for its strength and endur- 75" x 714" 
ink ance, its glowing beauty and its easy maintenance! _ ? a 
ion, 10” x10” 
; in @ HARD & SMOOTH-— stands up under heavy traffic. Thicknesses 
i: @ SOUND- ABSORBING — laid in mastic, maple is 19/32" pond 33/38 
) , * aces 
ight _ selected birdseye 
pro- @ RESISTANT to abrasion, maple’s hard surface is a — a 
ish- easy to clean. ae = 
rm @ RESILIENT maple gives underfoot, lessens fatigue. a — 
44, @ ECONOMICAL when alterations are necessary, for pro better 
portions of floor can be changed. Seodes 
hard I] 
» BEAUTIFUL maple wood has never been surpassed ae ee 
for flooring. northern birch 
4 northern oak 




















‘ROBBINS FLOORING COMPANY 


Reed City, Michigan Ishpeming, Michigan 
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New Waterproof Paper 
Reinforced with Glass 

A strong, tough, non-deteriorat- 
ing, waterproof paper called Glas- 
Kraft will soon be available for 
general use. All-directional rein- 
forcement comes from continuous 
glass fibers swirled between two 
plies of finest specification kraft 
and then bonded under heat and 
pressure in a special waterproof, 
all-weather laminant. (Up to 315 
ft. of selected glass yarns go into 
each square foot of Glas-Kraft.) 
The manufacturer believes it to be 
the most waterproof reinforced 
general purpose paper made. There 
are three standard grades available 
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Schundler’s 





VERMICULITE 
INSULATING 





LIGHT WEIGHT 

REDUCES DEAD LOAD 
RESISTS CRACKS 

SOUNO- ABSORBENT 

ALL MINERA 
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cei OMT WEIGHT 


K RESISTANT 


JOLIET, ILL. 
LONG ISLAND CITY, N. Y. 





in rolls or sheets up to 96” in 


width. In building, construction 


and concrete curing, the new paper 


is an ideal vapor barrier, sidewall 









































Bagged Vermiculite and Coralux* Perlite are 
aristocrats from a long line of aggregates that put new sales 
appeal, new sales opportunities, and new profits into con- 
crete and plaster installations. . . 


because Schundler light-weight aggregates 
enable contractors to introduce lighter weight con- 
crete, insulating concrete . . 


. lighter weight plaster 
(free from heavy, old-fash- 
ioned sand), fire-resistant 
plaster, sound-abserbent plas- 
ter... plaster you can drive 
nails into without chipping 
or cracking. 


. and because Schundler 
Bagged Aggregates and Ver- 
miculite Mica Pellets, too .. . 
now are sold in mixed cars 
or trucks, and mixed grades, 
that reduce dealer inventories 
and handling costs. 


FOR DETAILS, LITERATURE and 


DEMONSTRATION SAMPLES, 
WRITE US, Dept. A. 
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sheathing, protective floor cover. 
ing. It may be used over subfill ind 
for curing concrete floors, drive. 
ways, sidewalks, and roads. Write 
Glas-Kraft, Inc., Dept. AL, Long. 
dale, R. I. 








New Stanley Gate Latch 

A new top-gate latch, No. 1267K, 
has been announced by The Stan- 
ley Works. Made of wrought steel 
with brass spring and brass pivot, 
the lever-type latch opens easily by 
























downward pressure on the broad 
surfaced handle, latches automat- 
ically. Applied to top of gate, latch 
is furnished with both universal 
and surface strikes to accommodate 
varying designs in gate posts, 
Write The Stanley Works, Dept. 
AL, New Britain, Conn. 


1950 Deluxe Range Turns 
Out Banquet-Size Dinners 

This new Commander mode! elee- 
tric range was recently introduced 
by the Westinghouse Electric Ap- 
pliance Division. The double-oven 
model has a large size oven that 
easily accommodates a 25-pound 
turkey. It has a new fast Super 
Corox unit that can cook a break- 
fast of bacon and eggs in three 
minutes. Other features include 



























Color-Glance controls that indicate 
heat positions by color yet retain 
the easy operation of Westing- 
house Tel-A-Glance controls. Oven 
racks are of the narrow hairpin 
type that will take an item as small 
as a custard cup without the danger 
of the cup upsetting when the racks 
are moved forward or backward. 
Two aluminum storage drawers 
mounted on rollers are on the two- 
oven model, and a third aluminum 
roller drawer replaces the utility 
oven on the single-oven model. 
Write Westinghouse Electric Cor- 
poration, Dept. AL, Mansfield, Ohio. 
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Look At This 
For Quality 


Timber doesn’t grow any finer than this — and 
lumber doesn’t come any finer than Oregon- 
American offers you. Oregon-American combines 
choice timber, complete and modern manufac- 
turing facilities with “know how” to furnish you 
the finest West Coast Upland Hemlock and old 
growth Douglas Fir lumber you can furnish your 
customers. 

Buyers are invited to get acquainted with our 
high quality 


Kiln Dried West Coast Upland Hemlock 


Flooring, Dimension, Boards 
Ladder Stock, etc. 


Let us demonstrate how well Oregon-American 
will serve you. 


OREGON-AMERICAN 


LUMBER CORPORATION 


VERNONIA, OREGON 


300,000 Feet Daily 





* WEST COAST UPLAND HEMLOCK 
‘+ OLD GROWTH DOUGLAS FIR 
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When you buy Douglas Fir from the Western 
Pine region you can go the limit in recom- 
mending it to your customers. For the member 
mills of the Western Pine Association go the 
limit in manufacturing, seasoning, and grad- 
ing this many-purpose wood to the exacting 
Association standards. 

So remember this— Douglas Fir from the 
Western Pine Region is your best buy when 
you buy Douglas Fir. 


a 


THESE ARE THE 
WESTERN PINES 


THESE ARE THE 


For more information about Douglas 
Fir from the Western Pine region 
send for free illustrated 52-page book. 
WESTERN PINE ASSOCIATION 
Yeon Building - Portland 4, Oregon 


Idaho White Pine, 
Ponderosa Pine, Sugar Pine 


Larch, Douglas Fir, White 


ASSOCIATED Fir, Engelmann Spruce, 
woops | Incense Cedar, Red Cedar, 
Lodgepole Pine. 
WOODS FROM | THE WESTERN PINE REGION 


finn 4 hilton ‘ i , f 
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WELL MANUFACTURED \ 
gh co THOROUGHLY SEASONED j 
CAREFULLY GRADED ° 
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“$9628 per house 


(13 sqs. asbestos shingles on gypsum) 


$7583 per house 


(13 sqs. wood shingles on gypsum) 


—that’s what ES-NAILS 
saved me... good 
money in the bank!”’ 


—says a prominent New Jersey builder. 


In full, he stated: “I use ES-nails to 
attach both wood 2nd asbestos shin- 
gles directly to gypsum sheathing— 
and they really do a job. 

“ES-nails give better results than 
other types of construction . . . we are 
highly pleased with their locking abili- 
tv—and use them exclusively.” 

Other practical reasons for using 
ES-nails include: their ease of appli- 
cation—no special tools are required, 
use a regular shingling hatchet or car- 
penter’s hammer . . . they are self- 
locking, attaching wood or asbestos 
shingles directly to gypsum or insula- 
tion sheathing . . . and they can be 
driven at any convenient point—no 
need to locate studs. 

This story is being nationally ad- 
vertised directly to your customers in 
leading builder and construction peri- 
odicals. Practical point-of-sales mate- 
rial is available to help you cash-in on 
the growing demand for ES-nails. 

For complete information, includ- 
ing prices, discounts, and other perti- 
nent data, write: Elastic Stop Nut 
Corporation of America, 2330 Vaux- 
hall Road, Union, New Jersey. 


PRODUCT OF 


Elastic Stop Nut 
Corporation of America 


Available through Johns-Manville Sales Corp., 

National Gypsum Co., Weather- 
best Corp., Creo- Dipt Co., Inc., 
Keasbey and Mattison Co., and 
American Stained Shingle Co. 












CERTIGRADE 
SHINGLES 


Alls »proved by the Red Cedar 
Sklegle Bureau, Seattle, Wash- 
ington, representing manufac- 

opcheerneads ited turers of Certigrade Shingles. 


| 


All Steel Vertical 


| Glass Board 


To fill the need for a permanently 


| true glass board that will not warp 





| or otherwise get out of alignment, 


Red Devil Tools has perfected the 
No. GB1 all steel Vertical Glass 
Board that makes the cutting of flat 
glass from ,',” strips to a capacity 
42” easy and profitable. The GBl 
is made to fit standard size glass 
racks where “stock size” glass re- 
placements have general demands. 
A special picture framing job, an 
odd sized “top”, a single pane, a 
shelf or shelves, or other jobs re- 
quiring accurate measure are done 
“tailor-made” in a matter of sec- 


_onds. Prominently displayed, the 


GB1 advertises: “We sell glass in 
cut sizes.” It’s a fine silent sales- 
man. For a short time a C-888 Red 


| Devil Carboloy Wheel Glass Cutter, 
| that gives miles more of perfect 





cuts, is to ‘be included free with the 
Red Devil No. GB1 all steel Vertical 
Glass Board. Write Red Devil 
Tools, Dept. AL, Irvington 11, N. J. 











Donley Outdoor Fireplaces 
and How fo Build Them 


“Donley Outdoor Fireplaces and 
How to Build Them”, is the name 
of an attractive Donley brochure. 
Enthusiasm for home barbecues 
has swept the country and people 
are constantly seeking more infor- 
mation to aid them in their plans. 
This brochure helps to answer 
their questions. First, it discusses 
type and size of installation; then 
it takes up the matter of cost and 
materials. Other topics considered 
at length are where to locate the 
fireplace on the plot, the problem 
of smoke control and the choice 
of fuels to be burned. The bro- 
chure sells to the public for 25c, 
postpaid. Write The Donley Broth- 
ers Company, Dept. AL, 13928 
Miles Ave., Cleveland 5, Ohio. 





Aetna’s Pre-Bleached Veneers 


New Pre-bleached Veneers an- 
nounced by Aetna Plywood & Ve- 
neer Co., 
color finishing and protect the color 
application for modern furniture, 
wall paneling and store display fix- 


with Pre-bleached Veneers is said 
to be easier, safer and faster, as 
well as less expensive than the use 
of surface bleached veneers, all fac- 
tors considered. In contrast with 
the old method of shallow surface 
bleaching, 
are bleached through and through 
the wood. All the original pigments 
and minerals which affect colors are 


permanently removed, preventing 
any possibility of original wood 

colors ever bleeding through. This | 

| 

Aetnaply ! 


provides a smooth, reliable surface 
with all the natural grain and life 
of the wood retained. 

Pre-bleached hardwood veneers are 
available in Oak, Walnut, Mahog- 
any, Bird’s-eye and Plain Maple, 
Birch and many others. 
ple of this new product in bleached 
Comb Grain White Oak Veneer, 
1/28” thick, write Aetna Plywood 
& Veneer Co., 
Elston Ave., Chicago 22, Il. 
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DONLEY 
Outdoor Fireplaces 


25¢ 





simplify the process of 





The use of plywood made 





Pre-bleached Veneers 


For sam- 


Dept. AL, 1732 N. 
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ano ALLIED PRODUCTS 


DIRECT MILL SHIPMENTS | | iron 
















WEATHER-LOK UNITS 
~------> CUT COSTS 


FOR YOU—YOUR CUSTOMER 








; 


HILL-BEHAN 


LUMBER CO. 


6515 Page Avenue 5601 Elston Avenue 
ST. LOUIS 14, MISSOURI * lel bier Sclome ia na a, foie) 
DEImar 1111 ROdney 3-4160 « Teletype CG-1464 



















The Dixon Weather-Lok Window Unit is instantly, 
easily installed—eliminates on-the-job time loss—is 
adaptable to frame, veneer, or solid masonry con- 
struction with minimum change. 


NOTE THESE FEATURES 
of the DIXON WEATHER-LOK UNIT 


7 
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. . . Made of kiln-dried Ponderosa pine. 


. . » Completely weatherstripped. Extra-wide blind 
STRAIG HT CARS stop and spiral balances. Toxic treated for long life. 
. .. Adapted to frame, veneer, or solid masonry 


MIXED CARS construction with minimum of change. 


. . » High in quality, low in cost, because all opera- 
tions from forest to you controlled by just one ex- 
perienced mill and manufacturing company. 


including Lumber. 


Manufactured by Western Pine Mfg. Co. of 


Plywood. Doors 

—a THE DIXON INDUSTRIES 
sien (] ee ——_—’mm te Pe Oe Ce We Ue vee 
1 THE GRISWOLD LUMBER GO. q | | “enorme CMNLAAGIIE CAST 


Manufacturers & Wholesale Distributors For Full Information Wire o: Write 


FAILING BUILDING PORTLAND 4, OREGON 
Telephone ATWATER 8319 JOHN H. MEARS, Inc. ELLIS GLAZING CO. 

















Baltimore 30, Maryland Henryetta, Oklahoma 
AFFILIATED Carlton Manufacturing Co. L. H. L. Lumber C = 
<nen - 9 esata orp. EXCHANGE LUMBER & MFG. CO. 
MILL INTERESTS: 15 Million Feet Annual Cut 45 Million Feet Anavel Cut Spokane, Washington 
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Shelton Offers a New, 
Patented Plane 

The patented feature of the new 
design of this plane is a simplified 
adjustment and positive locking de- 
vice that makes operation of the 
plane quick and accurate, with 
chatter-free performance. A single 
adjusting clamp takes the place of 
the conventional frog, chipbreaker 
and lever cap found on old-style 
planes. The new, positive, screw- 
type lock is more powerful than 
the lever type and the adjustment 
is direct to the blade from the fine 
feed screw. Chipbreaker action is 


automatic with any setting of the 















blade. The manufacturer’s patented 
feature is available on two models, 
No. 504 Smooth Plane 9” long,:2” 
cutter and No. 505 Jack Plane 14” 
long, 2” cutter. Write Shelton 
Plane & Tool Mfg. Co., Dept. AL, 
Shelton, Conn. 


y KILN 


DRIED 


PONDEROSA 
PINE 





ETE 











mark when you buy -- 





LOOK for the Familiar 


Alexander-Yawkey trade- 


A-Y ¢s) 


All Retail Yard Items — Industrial Specialties 


The familiar Alexander-Yawkey trade-mark is your assurance of fine 
quality stock. It's never been finer than we're shipping today. All 
Alexander-Yawkey trade-marked lumber comes from a beautiful tract 
of Ponderosa Pine timber with some intermingling of Douglas Fir and 
Larch. We can ship you straight cars of Ponderosa Pine yard and shed 
items or mixed cars of Ponderosa Pine items with Fir and Larch dimen- 
sion. Look for the Alexander-Yawkey trade-mark the next time you buy. 


Consult your local supplier for sash 
and doors made from our product. 







FIR & LARCH 
DIMENSION 





Alexander-Yawkey Lumber Co. 


ati A158 ee) dace). 





Member Western Pine Association 
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Member Ponderosa Pine Woodwork 


"Flor-Tite" Leverage Tool 


This tool tightens flooring  ip- 
stantly with a simple movement of 
a hand-lever. Accurate fittine of 
tongue and grooved stock is as- 
sured. The new tool draws cach 
board quickly into correct nailing 
position. Provision is made in the 
facing for a changeable insert to 
cover a wide variety of tightening 
and separating operations—such as 
flooring, bracing, siding, roofing, 
decking, planking, etc. A gripping 
base is provided by a series of steel 
pins or teeth. Write R. M. Prod- 
ucts, Dept. AL, P.O. Box 171, 
Rochester, Mich. 


Dixon Announces New 
All-Purpose Maintenance Enamel 


A new line of all-purpose Mainte- 
nance Enamel is described by the 
manufacturer as a high quality 
product that has been specifically 
designed for use on all types of sur- 
faces, both indoors and out. The 
line is comprised of 16 colors in- 
cluding black and white, and ranges 
all the way through a selection of 
grays to brilliant shades of red, 
blue, green and orange. Engineered 





MAINTENANCE 


ENAMEL 


“PURPOSE . INTERIOR * exrenio# 





to withstand abrasion, vibration, 
chipping, water and weather, Dixon 
Maintenance Enamels dry to a 
hard, non-fading gloss. Both farm 
and industry will find these enam- 
els suitable for implements and 
machinery exposed to the weather 
—as well as for interior applica- 
tions. In the home, Dixon all pur- 
pose Maintenance Enamel can be 
safely applied to porch and cellar 
floors, lawn and furniture. -Write 
Paint Sales Division of the Joseph 
Dixon Crucible Company, Dept. 
AL, Jersey City 3, N. J. 
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CASH in on the SALES POWER of 
Vy Bronze Window Control Springs 


Available for plain rail 
or double hung win- 
dows 





SELLS Right out of Display Box 
Now Retail at Only 25c Per Pair 


For new or old construction—can be installed without tools 
or nails in just 2 minutes. Jiffy Bronze Window Control 
Springs are excellent for low cost houses, tourist cabins, 
cottages, attics, garages, etc.—in double hung or sash rail 
windows. They eliminate sash cords, pulleys. No mortising 
or boxing. Made of special, durable spring bronze. Passed 
10 year tested by Armour Research Foundation. Over 
11,500,000 sold on ‘Money Back” Guarantee. 


Get Your Stock Today From Your Jobber 


LEIDGEN SPECIALTY CO. 


Oconomowoc, Wis. 














Anaconda Copper 
Mining Co. 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 














NORTHERN HARD MAPLE 


MAPLE FLOORING MANUFACTURERS ASSOCIATION 
Room 384 —46 Washington Boulevard 
OSHKOSH, WISCONSIN 
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WESTERN WHOLESALERS 
ASSURE YOU 
“PLUS SERVICE" 


Their daily contacts with many mill sources 
along the coast keep them abreast of the 
production and shipping situation. Their in- 
timate knowledge of each mill’s specialties, 
resources and manufacturing facilities enables 
them to do a bang-up job for you. 


Take advantage of this “Plus Service.” Con- 
sult your Western Wholesalers today. Let 
them demonstrate how well they can serve 
you on your next requirements. 





MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
WESTERN LUMBER MERCHANTS 
Bastern Office € Warehouse: 
rHE C. A. MAUK LBR. CO., TOLEDO, O. 


Joseph A. Adair Lumber Co. 
520 S. W. Sixth Avenue 
Portiand 4, Oregon 


Carl E. Soderberg Lumber Co., Inc. 


1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
PINE SPECIALISTS 


Riverside 4335 


CURTIS LUMBER COMPANY 
613 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PD572 








Main 6954 








Duncan Lumber Co., Inc. 
818 Securities Bldg., Seattle |, Wash. 


Specializing in Fir Gutter, all sizes and patterns. 


Morrill & Sturgeon 
Lumber Co. 


Yeon Bidg., Portiand. Ore 


Pacific National Sales Co. 
West Coast Lumber 
P. O. Box 1587, Tacoma 1, Wash. 


WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - WASHINGTON 
Our 30th Year 





CMORSTURG) 
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Shopsmith Maintenance Unit 

In only 18 x 60 inches of floor 
space, Shopsmith provides a power 
maintenance unit which can be con- 
verted into an 8-inch circular saw 
with extension table, 15-inch ver- 





tical drill press, 33-inch lathe, 12- 
inch dise sander, or horizontal drill 
press. The horizontal drill press, 
shown above, is a new power tool 
for jobs such as dowelling, drilling 
in the ends of long workpieces, and 
other jobs that are difficult or im- 
possible on a vertical drill press. 
Accessories can be added to convert 
Shopsmith into a jointer, shaper, 
drum sander, mortiser, jigsaw, and 
other power tools. Shopsmith is 
manufactured in San Francisco and 
Cleveland plants. Write Magna En- 
gineering Corporation, Dept. AL, 
417 Montgomery St., San Fran- 
cisco, Calif. 


Residential Casing Solves 
Problem of Plaster Cracks 

The problem of unavoidable 
plaster cracks around steel win- 
dows has been solved by Copco 
Steel & Engineering Co. with a 


mew Copco STEEL CASING 


Revolutioncry new Copco « 
brings plaster edge un 
neath casing trim —out-of-sight! 








newly engineered steel casing tor 
installation with steel windows. 
This casing, now available at no ex- 
tra cost, has been designed to per- 
mit the joint between the plastered 
surface of the wall and the window 
casing to be concealed by a molding 
which is an integral part of the cas- 
ing itself. The new Copco casing is 
available for all standard size case- 
ments and multiple units. Litera- 
ture is available on request. Write 
Copco Steel & Engineering Com- 
pany, Dept. AL, 14035 Grand River, 
Detroit, Mich. 


Display Panel Shows 
42 Wood Finishes 

Breinig Brothers, Inc., announces 
the development of a complete line 
of authentic wood finishes. Modern 
light tones on all types of woods 
are made available by application 
of new strains and finishing coats. 








A display panel, showing 42 up-to- 
the-minute finishes on the mostly 
used woods is available to dealers 
who are interested in completing 
their service to the home owner, 
the architect, and the craftsman. 
Write Breinig Brothers, Inc., Dept. 
AL, Hoboken, N. J. 


Economy Files 

Remington Rand’s new line of 
low-priced “Revere” file cabinets, 
according to the company’s bro- 
chure, contain many of the same 
advantages of durability and fine 
craftsmanship found in the pre- 
mium-grade “Aristocrat” cabinets, 
yet are designed especially for 
those filing operations in which 
economy is a major factor. Avail- 
able in three-, four-, or five-drawer 
cabinets, and with either letter or 
legal sized drawers, the files are 
extremely flexible in that substi- 
tute drawers may be employed to 
accommodate variously sized cards, 
documents or miscellaneous mate- 
rial in box drawers. The files can 
also be readily equipped with spe- 
cial devices such as Flexi-File, a 
unique system of linen “hammocks” 
which prevent filed papers from 
slumping. For descriptive  bro- 
chure identified as LBV 538, write 
Remington Rand Inc., Dept. AL, 
Room 1482A, 315 Fourth Ave., New 
York 10, N. Y. 
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Pians for Construction Racks 


to Load Masonite Hardboards FIR—HEMLOC K—C E DAR 


























7 An encouragement to carry a bal- <> 
d anced inventory of Masonite hard- 
Ww boards, Masonite vag, ng is = \ V4 
fering dealers free plans for the , 
. construction of racks into and from ST \ C RS j S 














8 which the panels are loaded and un- ; 

\- loaded sidewise. Each of the rec- ORI 

7 ommended racks will enable the : 

e dealer to store more of the com- "Da)) (Qa=pe = (AQ 
“ pany’s products in a given amount 

of floor space. Larger of the two 
tnd a feet deep. Lengthwise stp 3’ MODERN MILLS 
and 4 feet deep. Lengthwise sup- 


ports are 34%” round steel pipe. 


Across them are laid 2” x 4” pieces TO SKRVE YO | 
at 12” intervals to hold the hard- 
































e board panels. This rack is long 
7 enough to accommodate two stacks Straight cars for straight car buyers. 
s of 8’ panels or a combination of In One Car Mixed car service to keep your stocks bal- 
n shorter lengths. There are eight HEMLOCK anced. You and your customers will be 
. shelves. The capacity 1s over 25,- BEVEL and pleased with the quality of Willamette 
000. feet of % hardboards, “ied BUNGALOW Valley well-manufactured, kiln dried lum- 
— alent. Made of lumber is the SIDING ber, graded according to West Coast Lum- 
smaller rack, which is 12’ 6” long, B Grad 
4’ deep and 6’ high. It has four — ber Bureau Grades. 
shelves and a capacity of 10,000 END-MATCHED Be sure to include some of our Superior 
feet of Masonite ¥” hardboard, or CEILING Quality Hi-Hemlock Kiln Dried Dimension 
its equivalent. Write Masonite Cor- FLOORING and cost-cutting End-Matched stock. 
poration, Dept. AL, 111 W. Wash- SIDING 
ington St., Chicago 2, IIl. 725,000 daily production 

















Tri-Paneled "Sampling" 


Display Board oven Ss ee 


colored, tri-paneled “‘sampling”’ dis- DALLAS fon a acmen. 
av ta 7 ; a 


play board is designed for use in 
store windows, counters and _ in- 
terior islands. This display trip- 
tych features Yale’s 3-way cabinet 


lock i lar bl ] 
and wardrobe and drawer tocks in a BUILDING PRODUCTS, Inc. 


two smaller red panels. The fea- 
tured Yale 3-way cabinet lock is a 8 Broadway — New York 4, N. Y. 


: new pin tumbler, solid brass lock 

’ with a patented rotating cylinder 

, that permits the lock to be adapted s DOORS ey Wood Products 
to any one of three different uses. 
, IMPORT — WHOLESALE 

f ; 

=k We — to welcome you at our exhibition 

¥ ‘ oy x 

‘ =. % > at t 











- SS aS oe 


he First United States International Trade 
Fair, Chicago, Ill., Aug. 7-20, 1950 

















It can be employed as a drawer lock 
with the bolt moving vertically, or 
as a cupboard and cabinet lock for 
either right hand or left hand doors 
with the bolt moving horizontally. 
“he 18” x 914” display piece shows 
ctual products and describes them 
n non-technical language. Their 
liexible use is indicated by the 
jumber of their applications, which 
nelude cabinets, bench drawers, 
upboards, desks, dresser drawers, 
01 chests, chests and wardrobes. 
Yrite Stamford Division of Yale 
Towne, Dept. AL, Stamford, 
Conn. 
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Pivot-Type Hardware for 
Garage Door Installation 

A complete package unit of pivot- 
type hardware for the installation 
of either single or double overhead 
garage doors is so designed that it 
gives doors perfect balance and 
operates by fingertip control. All 
parts are standard of all steel con- 
struction including pipe arms, 
clamps, flanges, springs and the 
required smaller fasteners and 
bolts. The unit is shipped prac- 
tically assembled and includes lock, 
door handle and pull. A_ special 
feature is incorporated in the de- 
sign of the pipe arm which operates 
from a pivot; it is adaptable for 
mounting in the same manner and 
will attach readily to the door 

























whether the door is for a garage 
with Zero off-set or up to 24” in off- 
set. This adaptability for attach- 
ment is accomplished by reposition- 
ing the pipe arm by slight rotation 
in its clamp at the pivot point so 
that its door attachment end is in 
the desired location on the door. 
Literature is available. Write Arco 
Manufacturing & Supply Co., Inc., 
Dept. AL, 407 Fauna St., Houston, 
Tex. 


Westinghouse Ventilator 
Displays Demonstrate Top 
Sales Points 

Two colorful and dramatic dem- 
onstrate-to-sell ventilator displays 
for its dealers are now being of- 
fered by Westinghouse Electric 
Appliance Division. One display is 
a simulated, built-to-scale window 
with movable window sash. It is 
designed to show prospects how, 
with just four screws, the 1OPWV 
can be installed in any home and 
how it snaps out for use as a table 
fan anywhere. The copy banner 
illustrates the double duty features 
of the fan. The other is a sturdy 
wood display unit that invites store 
traffic to stop and examine the 
Westinghouse Home Ventilator. 
Selling messages on front and back 
point out the easy to clean and 
snap-on air injector grill features. 
The display can be plugged into 
any convenience outlet to allow ac- 






























tual demonstration of the unit with 
both front and back in full view 
of the prospect. Write Westing- 
house Electric Corporation, Dept, 
AL, Springfield, Mass. 


"Yankee" Push Drill 

North Bros. Mfg. Co., Philadel- 
phia, Pa., now offers the new No, 
45 “Yankee” Push Drills with 8 
drill points in the magazine handle. 


=. 


Modern in design, this new drill 
is a rugged dependable tool for 
drilling small holes in wood or plas- 
tics. It has the improved “Yankee” 
chuck that makes it easy to insert 
drill points, and hold them positively 
so they cannot pull out while in use. 
The handle, made of tough black 
plastic and polished aluminum, con- 
tains eight drill points, individually 
stored—in full view for easy selec- 
tion. Sizes range from |, to } 
of an inch. Fluted aluminum cap 
unscrews quickly, revealing eight 
drill points in full view. Flange on 
lower handle makes a convenient 
thumb rest. Overall length with 
drill point in chuck—10' inches. 
Write North Bros. Mfg. Co., Dept. 
AL, Division of Stanley Tools, 
Philadelphia 33, Pa. 





IN THE SERVICE OF 


LUMBERMEN 


@ Specialists in protection for the lumber 
industry. 


@ professional safety engineers. 


@ more than 90 branch claim offices coast to 
coast and in Canada. 


Substantial dividends have been returned to 
policyholders since organization in 1912. 
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bermens ||) “UM GUL tI 


Operating in New York state as 
Lumbermen’'s Mutual C Ity Company of Illinois 


James S. Kemper, —— e H. G. Kemper, president 
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{ 
P 4 
ee { (€. E. Klumb Lumber Company 
HARDWOODS © WHITE PINE @ HEMLOCK a iia ti thieade 
Our sustained yield forest ag gpa policy a — 
past thirty-five years is providing for current needs o 4 2 H 
today and future demands of tomorrow. Wholesale Lumber Distributors 
DEFEND YOUR TRADE We Specialize in MIXED CARS of Quality Lumber 
4 4444444444444 4s 
: 
with } An Experienced Lumber Service That Knows the 
4 Producer's Problems and the Buyer's Needs. 
MENOMINEE INDIAN MILLS 
Neopit, Wisconsin CRYSTAL SPRINGS, MISSISSIPPI 
4 “ “a 
Air-dried QUALITY LUMBER Kilndried | a Ee ee 
[Se ome —_ 4 Phone 169 P. O. Box 391 ‘ 
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Not too late 


to cash in 


DONLEY 


Outdoor Fireplaces 


on this book 


Experience shows that y 
most outdoor fireplaces Se 
are built in the late sum- 
mer or fall. It is not too 
late to cash in on the 
distribution in your lo- 
cality of the booklet, 
Donley Outdoor Fireplaces, stimulating sales of mason materials, as 
well as Donley grids, doors, cranes and outdoor cooking units. Put 
a copy of Donley Outdoor Fireplaces in the hands of a home owner 
and it is odds-on that you have made a customer for a substantial, 
attractive outdoor fireplace. 





The Donley line includes units for grilling, broiling, baking and stove 
top cookery. This booklet shows them installed, singly and in com- 
bination, by means of actual photographs as well as designs. 
Portable and free standing units of substantial construction included, 
also cranes and grilles in varied sizes. Arrange today for a supply 
of this new 24 page edition, that sells to the public for 25 cents 
a copy. . . New 76 page edition of Donley Book of Successful 
Fireplaces (indoor and outdoor) also just from the printers. 


THE DONLEY BROTHERS COMPANY 
13928 Miles Avenue Cleveland 5, Ohio 











Anything in 
West Coast Woods 


Manufacturers of: 


Mouldings 
Furniture Dimension 
Glued-Up Stock 
Industrial Shook 
Venetian Blind Stock 
Ready-to-Assemble 

Furniture Parts 
in fact, Anything in 
West Coast Woods! 

Send us your inquiries for 


PONDEROSA PINE, SUGAR PINE, | 
INCENSE CEDAR, DOUGLAS 
AND WHITE FIR 










The Ralph L. 


SMITH 


Lumber Company 


16¥ Dierks Building 
Pkone: Victor 4143 
Kansas City 6, Missouri 


PLEASE DIRECT ALL INQUIRIES 
TO ANDERSON, CALIFORNIA 


Sawmills: Canby, Calif., and Anderson, Calif. 
Remanufacturing Plant: Klamath Falls, Oregon 
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Box Factory: Alturas, Calif. 


DON’T CARRY 


CONVEY 


ORRIN vemeTe Te raproe-— many nies 


IT — 


IT 


Cut handling costs — 
increase safety—reduce 
manual handling with 
conveyors. Eliminate 
those costly time wast- 
ing steps between cars, 
piles and storage 
sheds. Let conveyors 
provide fast, low-cost 
and speedy handling 
of your products. 


Get complete informa- 
tion today — write for 
Bulletin No. AL-70. 


Standard Conveyor Company 
General Offices: 
North St. Paul 9, Minnesota 












(SALE=2 SALES 


WHEN YOU BOOST 


ZONOLITE’ PLASTER! 








Add-a-Sale Plan 
Gives Extra Profits! 


Just five lithe words: “How about Zonolite Aggregate, too” — 
every time you sell plaster—and watch how your profits grow. 
It’s amazing how often you can make a double sale—it’s amazing 
how often your customers will be back for more for their next job! 

It pays to boost Zonolite Plaster Aggregate—it not only paysa 
larger profit than sand and gravel, but it takes less storage han- 
dling, no shoveling, no tugging, no special equipment. And your 
customers are happy for the suggestion—for it saves them weight 
and handling costs—leftovers can be moved to the next job—it 
completely eliminates the old problem of the frozen sandpile. 

Why not get the whole story? Write today, dept. AL-70. 
for complete sales-kit folder. 










*Zonolite is a registered trademark. 


yAo} Col Gh gee 























33 SS: LA SALLE. SF 
CHICAGO 3, ILLINOIS 













































New Steel Strapping Dispenser 
This new, mobile strapping dis- 
penser offers advantages which 
will be welcome wherever strapping 
is used. Chief among its features 
is the new “Straptroller,” which 
keeps the flow of strapping under 
control at all times, without back- 
lash, and without interference from 
too much slack. An easy pull feeds 
strap smoothly, without drag or 
sudden stoppages, because the new 








“Straptroller” pulls forward on the 
strap, and back on the reel at the 
same time. The dispenser cannot 
roll in the direction of the pull of 
the strap, because the strap is dis- 
pensed at right angles to the 
wheels. Still another feature is the 
ease with which the full reels of 
strapping can be loaded in the dis- 
penser. This job is done with the 
dispenser lying down. Only the hub 
cap and top disk need to be re- 
moved for loading. Write Signode 
Steel Strapping Company, Dept. 
AL, 2600 N. Western Ave., Chicago 
47, Ill. 


New Rotatable Blade 
Keyhole Saw 

Millers Falls Company intro- 
duces a new rotatable blade No. 525 
Keyhole Saw for both home and 
professional use. It cuts steel, iron, 
wood, plaster, bone, plastics, nails, 
bolts, metal lath, asbestos shingles, 
non-ferrous metals, fibre board, 
hard rubber, plywood and many 
other materials fast and efficiently. 
Countless jobs that are difficult or 
impossible with regular saws can 
be performed quickly and easily. 






















































The tapered 11144” blade reaches 
into tight places, curves and cor- 
ners where hack saw frames and 
standard wood saws can’t be used. 
And because the blade turns and 
locks in any one of 8 positions, the 
handle is always in the clear for 
fast work without danger of skin- 
ned knuckles. The manufacturer’s 
merchandising display unit for the 
new saw is a compact, three color, 
self service counter stand display- 
ing four complete saws and three 
extra blades. Write Millers Falls 
Company, Dept. AL, Greenfield, 
Mass. 


New Roof Insulation 
Specifications 

The Celotex Corporation has is- 
sued a set of complete new specifi- 
cations on its three types of roof 
insulation. Included in this series 
is one on the new Celotex roof in- 
sulation, “Preseal 30”—a specially 
manufactured cane fibre board with 
a guaranteed core conductance 
(before coating) of 0.30 BTU per 
nominal one inch thickness. It is 
thoroughly asphalt-coated on all 
sides and edges to provide extra 


‘protection against moisture pene- 


tration. Another new product in- 
cluded in these specifications is 
the Celotex cane fibre Cant Strip. 
At low cost it provides a firm base 
for felts, guards against faulty 
flashing, and greatly reduces the 
danger of roof leaks. Architects 
and roofing contractors may obtain 















Makes Pickets 
at Low Cost 


Points 200 to 250 154" to 354" width pickets per hour 
with planer-smooth finish. No sanding required. 
Adjusts to cut any degree of sharpness or bluntness 
of picket point. Light enough to carry to stock pile 
—wt. only 38 Ibs.—yet strong and durable enough for 


(\_( 























ae me "ie 
SCHUBERT 
Picket Cutter 





copies of these new specifications 
as well as samples by writing The 
Celotex Corporation, Dept. AL, 120 
S. LaSalle St., Chicago 3, IIl. 


Latest Model in Clark 
Electric Carloader Line 
Unprecedented compactness and 
maneuverability resulting from re- 
duced over-all width and increased 
speed are among the major fea- 
tures of its new 3,000-lb.-capacity 
Electric Carloader fork-lift truck, 
according to an announcement by 
the Clark Equipment Company. 
Other points highlighted in the an- 








nouncement are: controls insuring 
complete safety; ease of operation; 
and automatic acceleration, provid- 
ing smooth and even variations of 
motor speed. The acceleration is 
accomplished through a master 
power-switch regulated by an auto- 
matic timer. Driving is almost 
identical with that of an automo- 
bile equipped with automatic gear- 
shifting device. Lift heights are 
available in a range from the 
standard 84” with over-all height 
of 61” with forks down, to 130” 
and an over-all height of 84” with 
forks down. Uprights of rolled 
alloy steel give unmatched strength 
to the lift assembly. Hi-Lo-Stack 
uprights are optional. Write Clark 
Equipment Company, Dept. AL, In- 
dustrial Truck Division, Battle 
Creek, Mich. 










ear after 


ong handle provides easy leverage. Anyone can 
operate. 


lumber profitably. Seven day delivery. Send today 
for literature. 


Net price $52.50 f.o.b. Wilmette, Illinois (Where state sales tax applies, add tax.) 









ear use. 24'' high. Hand operated. 30"' 


Enables you to utilize odds and ends of 





H.A.SCHUBERT CO. Machinists 
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il evenness of tone 
ore protective finish 


Builders everywhere are enthusi- 
astic about the New Infra-Red 
Dried Shingies. 


They find Dua-Laps are always thor- 
oughly dry, and easier, more eco- 
nomical to apply over solid or spaced 
sheathing, because of the wide 12" or 
14" exposure. Double coursing gives 
double insulation value. 


Write for free literature and more 
dealer information. 
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STAINED SHINGLE COMPANY 


355 SPRUCE ST. COLUMBUS 8, OHIO 








SUPERIOR LUMBER 





EVERY BOARD GETS A BATH IN 
THE ANTI-STAIN SOLUTION ... 











It's just a matter of minutes from gang saw to trim- 
mer to anti-stain bath for boards at Dargan's mod- 
ern Conway plant. Fungi are killed, stain is eliminated, 
and the brighter, better product of painstaking 
procedure at every step becomes "Superior Dargan 
Lumber." 


@ FINISH 
@ MOULDINGS 
@ FLOORING 
@ CEILING 
@ BOARDS 
@ SIDING 










Write Box 406-C for list- 
ings, prices, and free de- 
scriptive literature. 


Every board gets an anti-stain 
bath, whether to be kiln-dried 
or air-dried. 











| DARGAN LUMBER MANUFACTURING COMPANY 


(FORMERLY INGRAM-—DARGAN LUMBER CO.) 


| Gang Mill + Dry Kilns + Planing Mill CONWAY, S. C. 








urLpiInc Propucts MERCHANDISER 








Sell this 
Improved Low-Cost Pressed Wood 


HARDBOARD 


ely 


a 





P. V. HARDBOARD is 


the low-cost panel with a 








hard, glass-smooth sur RIGID . . . NAILS ON STUDS 
face ... takes paint per- 
fectly. 


P. V. HARDBOARD is a 
genuine pressed wood 
product .. . easy to work 
. .. has no grain or knots 
and can be planed, rout- 
ed or. beveled without 


cracking. The full panels Y 
are tough and rigid. | 
Panels available in '/g", SON 
3/16", 4" —48" x 96". 


P. V. HARDBOARD is very economical; ideal for wall and 
ceiling paneling, partitions and linoleum underlay. 


“VEED" JOINTS ARE ATTRACTIVE © 
Ww, 





EASY TO WORK 











Write for colorful illustrated folder 
showing the many uses for P. V. 


Hardboard. 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Ave., Chicago 22, Ill. 
ARmitage 6-7100 Teletype CG305 
Branch Warehouses: Grand Rapids, Indianapolis, Rockford, Ill. 
Sales Offices: Detroit, Milwaukee, Minneapolis, Richmond, Va., 


Marion and West. Lafayette, Ind. 





OMAK-KWALITY 


Window, Door and 
Cellar FRAMES 


Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 
cialties, Etc. 


District Sales Representatives 


Vr Rh. F. Taylor Mr. 11. M. Tripp 

No. 24 Welwyn Road P. 0. Box No. 85 

Great Neek, L. L. Crystal Lake, IL. 
New vork 


Member Western Pine Assn. 
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OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN 


Manufacturers of 


WOODWAY 
VENETIAN BLIND—SLATS, 
RAIL & FASCIA 
MOULDINGS—ST'D & SPEC. 
FURNITURE DIMENSION 
GLUED-UP STOCK 
COMMERCIAL KILN DRYING 
CUT STOCK 
READY-TO-ASSEMBLE 











WE SPECIALIZE IN BASS. 


P 
PINE; Of op ONDEROSA 


R NORTHE 
HARDWoOops AVAILABLE. 












Extra Profits 
for YOU 




















‘it never lets go’”’ 


Steel Bridging © © © SAVES MONEY 


at $2.50 an hour, ask your builders 
what it costs to drive an 8d. nail 


You wouldn’t use wood dowels instead of 
nails—Why use high labor-cost wood bridg- 
ing when Pioneer Steel Bridging will do a 


more complete job for less cost? 


Buy Bulldog grip steel bridging and rein- 


force the entire structure. 


The patented Bulldog grip ==>—> 


] SAVES LABOR 


THE PIONEER comPANY 


Floor Sanding Discs 


A new package does a two-fold 
job for American Black Demon 
floor-sanding discs. The package 
protects the discs during shipment 
—and also keeps them flat, orderly 
and handy for the operator during 
use. The complete line of grits for 
5%” and 7” Spinner Edgers now 
comes in this new package. Write 
The American Floor Surfacing Ma- 
chine Co., Dept. AL, 521 So. St. 
Clair St., Toledo 3, Ohio. 





Fuller Tool Display Rack 


A complete screw driver and 
wood chisel department can be set 
up in a very small space with this 
colorful display. It is available 
without charge to dealers ordering 
a basic assortment of Fuller tools. 
Completed in best-selling sizes, the 
assortment is said to avoid dead 
stock by covering the need of every 
customer: mechanics, electricians, 
plumbers and home owners. The 
four dozen screw drivers come in 
six assorted sizes; one dozen wood 
chisels are assorted in three sizes. 
Made of hi-carbon steel blades, oil- 





SAVES TIME 
50 double bridges to carton 
—weight 32 lbs. 


NEW LOW PRICE 


write for literature 


1050-54 Century Bldg. 
Pittsburgh 22, Pa. 








July 29, 








tempered and hardened, Fuller 
drivers are quickly identified by 
their amber handles—unbreakable, 
shock-proof and fire-resistant. Ful- 
ler wood chisels are made to the 
same standards. Keeping the com- 
plete assortment within easy reach 
of customers, this silent salesman 
simplifies the store’s selling job. 
Write Fuller Tool Co., Inc., Dept. 
AL, 905 Faile St., Bronx 59, N. Y. 


New Chromtrim Merchandiser 
More stock in less floor space is 
a feature of the attractive all-metal 
display merchandiser now included 
with all Chromtrim metal molding 
deals. Fourteen separate compart- 
ments each hold a full 120 ft. of 
stock ready cut and wrapped in 
convenient 6 ft. lengths. A wire 
supporting rack prevents’ stock 
from fanning and the open back 
construction provides easy with- 
drawal of stock even in stores with 
low ceilings. The same full color 
laminated label which has become 
Chromtrim’s identifying symbol of 
more than 20,000 merchandisers 
now in daily use in retail linoleum, 
building material and hardware 


stores, has been retained on the 


new display. Write R. D. Werner 
Co., Inc., Dept. AL, 295 Fifth Ave., 
New York 16, N. Y. 
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PONDEROSA PINE 


we High Altitude, Soft Textured Growth 





Manufacturer and Distributor 


PAUL BUNYAN LUMBER co 














SUSANVILLE CALIFORNIA 
REGISTERED 
Reduce Delivery Costs 
YOU CAN "= a 
Speed up Deliveries 
with an Load dnd Unload a Load at a time 


R-B ROLL-OFF TRUCK BODY =. 


Complete Beds Shipped KD 
EASILY MOUNTED 






Write for Catalog & Prices Two Minutes mre Better TBSD Two Hours 


The - 8 COMPANY, 1921 Guinotte, KANSAS CITY 1, MO. 


il a Quality Lumber 
for 62 uheaae 










Western White Spruce 


Mouldin and 
Cut-to i ngth Win- 
dow and Doo 


4 \ Con 


WINTON LUMBER SALES CO., Foskay “ower, MINNEAPOLIS 2. MINN.. 


TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 














DOE ROTTED 





Manufacturers and Distributors of all 


| WEST COAST WOODS AND SHINGLES 
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a 
SETTER CREDIT PU 


This EMBLEM on 


YOUR DOOR MEANS... 


© More profits for you 


B ) More service to 


your customers ~ | 


QOmore sates |! 
=>. 
Let Hs tell you more about | bai: =—/ 
it and send you a copy of... —_ 


THE ABC'S OF MAKING MONEY 


ALLIED BUILDING 
CREDITS, INC. 


HEAD OFFICE: 3109 WILSHIRE BLVD 





* LOS ANGELES 


GET THE PLUS SALES 


DAY AFTER DAY 
MAKE THOSE EXTRA PROFITS 





TIMBER FITTINGS 


JOIST HANGERS 









RIBBED STEEL 
CROSS-BRIDGING 
Created by Builders... 
FOR Builders. Always 
in demand for build- 
ing or remodeling. 
Quick shipments. 
TIMBER RINGS 


Also... CLEVELAND Joist and Plate 
Anchors @ Post Caps and Bases @ Wall 
Plates @ Plate Washers @ Anchor Bolts. 


Send for complete CLEVELAND Catalog 
—TODAY! 


CLEVELAND STEEL SPECIALTY €O., INC. 


3765 E. 9ist STREET e CLEVELAND 5, OHIO 
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TIME AND money-saving shingle loading device developed and used by Bob Griffin 


of Bellflower, Calif. 


Shingle Escalator 
Developed by California 
Contractor 


This photograph shows one of the 
three escalators used by Bob Griffin, 
contractor of Bellflower, Calif., to de- 
liver shingle bundles directly onto an 
endless belt in a steady stream to 
the ridge of the roof. 

The shingles are carried where they 
are unloaded ready for immediate ap- 
plication. The belt is reversible, per- 
mitting any surplus bundles to be 
returned to ground level. 


Oregon Lumber to Build 
Novel Hardboard Plant 


Chemical Plants Division of Blaw- 
Knox Company, Pittsburgh, Pa., has 
received a contract from the Oregon 
Lumber Company for the construc- 
tion of a new and novel hardboard 
plant to be erected at Dee, Ore. A 
unique feature of this plant will be 
the use of Douglas slab wood, in- 
cluding the bark, as the raw material. 
Slab wood consists of the saw trim- 
mings and is largely a waste prod- 
uct. Part of the supply is used for 
fuel and the excess is burned in 
large ovens just to dispose of it. 
Heretofore, it has not been economi- 
cal to use slab wood in hardboard 
manufacture because of the cost of 
removing the bark, and it was not 
deemed possible to use the bark. 

Oregon Lumber has developed a 
process which uses slab wood as it 
comes from the saws of the mill. In 
its use of bark, the new process is 
said to salvage some of the best in- 
herent qualities in natural timber. 
The natural waxes in the bark elimi- 
nate the use of resins and other bind- 
ers, thereby providing savings in cost 
as well as higher yields and greater 
conservation of timber resources. 
They also bring improvements in 


July 


Griffin is currently engaged in nu- 
merous shingling projects in Southern 
California, the most spectacular of 
which is the 18,000 unit building proj- 
ect at Lakewood, Calif., the largest 
housing project in the world, where 
more than 320,000 squares of red 
cedar shingles are being applied. 
When completed, this Lakewood com- 
munity will house nearly 70,000 peo- 
ple with one of the stores in its 
business center representing an ex- 
penditure of $5,000,000. There will be 
133 miles of paved streets—a metro- 
politan city springing up almost over- 
night. 


product quality and durability, ac- 
cording to Blaw-Knox officials. The 
hardboard product will normally have 
one smooth and one screen surface. 
In terms of product of %4 inch thick- 
ness, the new plant will have a ¢a- 
pacity of 120,000 sq. ft. per day. 


New Company to Manufacture 
Perma-Wood 

A new company, Perma-Wood, Inc., 
has been formed in Cincinnati, Ohio, 
for the purpose of preserving lum- 
ber. Myron G. Johnson Jr., John A. 
Wurster, and Charles Sulau will be 
officers of the corporation. 

The incorporators will use 
Du Pont’s Copperized CZC in their 
process of wood preserving. The 
product of the firm is said to resist 
insects, decay, fungus and fire and 
can be painted without fear of the 
preservative bleeding through. The 
proposed plant will have an estimated 
initial volume of three carloads of 
lumber a week with a capacity of 
three times that quantity. Produc- 
tion is scheduled for late September 
or early October. Myron G. Johnson 
& Son Lumber Company, Blue Rock 
& Hamilton Aves., Cincinnati, Ohio, 
has been named distributor of the 
product. 
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make 
more 
sales 
--- more 
profit 


Feature the 
THOMASON 
FLUSH DOOR 


(ALL-WOOD THROUGHOUT) 


lf you are a building material dealer, it will be 
definitely to your advantage to investigate the 
sales possibilities of the THOMASON Flush Door 
in your territory. 


WRITE TODAY FOR NAME OF 
YOUR NEAREST DISTRIBUTOR 


Sold Only Through Distributors 


THOMASON 





PLYWOOD CORPORATION 


FAYETTEVILLE e« 


NORTH CAROLINA 





HOLT HARDWOOD (0. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH ® OAK 
STRIP @® BLOCK 
and 
HERRINGBONE 
FLOORING 


a 
BROOM HANDLES 
| GRADED SAWDUST 


* 
_ High Grade Northern Hardwoods 
| % 
Custom Kiln Drying | 


* 
Members: M. F. M. A. WN. H. L. A. 


OCOnTO, WISCONSIN 





N. H. & H. M. A. 





}UILDING PropucTs MERCHANDISER 














NORTHERN 
WHITE PINE 


NORWAY 





RAINY LAKE LUMBER CO. Ltd. 


Seles Office: 
2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 
Selling the Products of J. A. Mathies, Ltd., Reiny Leake, Oat. 
EXTERIOR and 


S Oo U'N D BIL INTERIOR 
DOUGLAS FIR PLYWOOD 
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SOUNDLY MANUFACTURED HOT PRESS PLYWOOD 


The illustration shows workers loading the hot press in the 
Puget Sound plant. Moisture-resistant “hot press” Exterior 
Douglas Fir Plywood is a specialty with us. 

"Soundbilt" Plywood is as carefully manufactured as any ply- 
wood can be. Every step in the manufacturing process is in 
accordance with the latest accepted principles. Supervision is 
close and systematic. 

Make "Soundbilt" your standard in buying Douglas Fir Ply- 
wood. Consult us on your requirements today. 


Pucet Sounp Ptywoop, [Nc. 


Tacoma 2, Washington 
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Contracts for Big Supply of 
Finnish Birch Flush Doors 


Jess Kennedy, president of J. C. 
Kennedy Lumber Company, Seattle, 
Wash., announces that his company 
has signed contracts with the five 
major birch flush door producers in 
Finland for exclusive distribution of 
their doors through recognized job- 
bers in the United States. First ship 
ments, according to Mr. Kennedy, are 
now arriving in this country at the 
rate of 35,000 doors per month. 

Kennedy, who visited Finland this 
spring, said he was literally amazed 
at the progress Finnish lumber man 
ufacturers have made since the war. 

“Finland has been producing su 
perior quality birch flush doors for 
more than 20 years,” he said, “but 
until the expiration of Reparation 
Trade Agreements between Finland 
and Russia recently, they could not 
be marketed in the United States.” 

“All the big producers have mod 
ern, up-to-date equipment,” he added 
“Despite the difficulties of the post- 
war reconstruction period, they have 
been able to purchase new equipment 
from the United States and Sweden 
and reestablish production on a large 
scale. Even more amazing,” he said, 
“is the fact that they have accom- 
plished this without the aid of sub- 
sidies provided by the United States 
in the form of ECA funds.” 
“Wherever I went in Finland,” he 
reported, “lumbermen emphasized 
that they don’t want any special 
privileges in the United States or any 
other market. All they ask is a 
chance to compete for business on 
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“PARAMOUNT” 
Plaster 





Wallboard | “Aramount’ 
Made in England Insulating 


Conforms to B.S.S.1230 
Board 


Made in England 
Conforms to 8.5.S.1/230 











Your Inquiries 





European-Made 


Portland 





invited 


824 Flour Exchange Bldg. 


Cement 





tions on request 


Samples and Specifica- 








Quotations C.1.F. Your Nearest Port 
ANY QUANTITY — CARLOAD TO SHIPLOAD 
MAJOR IMPORT-EXPORT CO. Inc. 


Minneapolis 15, Minn. 
Cable Address: DALERILYN 





Yellow Pine FOR SALE Hardwoods 


For Prompt Shinment. Pric= Sale and Subject to Market Changes. Fob Mill 


less 2% ADF. All Pine sold Delivered; will sell har 
wanted. To arrive at Delivered Cost Phone your Local RR Freight Agent and 
ask for rate from Group 5, Georgia-Main-Line and appl 
Full protection Guaranteed under SPA and NHLA Rules for Grade and Count 
You are assured of Quality Stock in every respect 


dwoods delivered if so 


y SPA Weights shown 


-2Com& Btr ADYP %4” RL &tol6 ALABAMA. AD POPLAR 
5 CL Ix 4 $48 23= $61 RW&L 8tol6’ 
4 CL ix 5 S4SorCM 3-212 69 > CL 4/4 =2B RoughorS2S $54 
6 CL Ix 6 S4SerC™M 3-21 RA 4 CL 4.4 =2A RoughorS2S 76 
3 CL ix 8 848/CM su ae. 21-222 86 4 CL 4/4 =|C&Btr $115-145-155 
4 CL ix!i0 848 CM SL 3-21-22= 84 8 CL 4.4 =2B&Btr (LogRun) 
4 CL ixi2 S48 24= 86 $52-74-114-(40-150 
Approx % 20, 35, 35, 10 S&FAS 
=2Com&Btr ADYP 35, 40% 144156’ GUM, AD, RW&L 8toi6’ 
7 CL 2x 4 RLS4S Std 25> $ 5 CL 4,4 =2Com RoughorS2S $47 
5 CL 2x 6 RLS4S Std 25= 74 MAGNOLIA, AD. RWAL 8tol6 
4 CL 2x 8 RLS4S Std 25= 79 2 CL 4.4 =2Com RoughorS2S $64 
2 CL 2x!0 RLS4S Std a 84 2 CL 4/4 =1|C&Btr $115-145 
2 CL 2xi2 RLS4S Std = BA For Other Stock, Write for Prices 
ALL THE ABove. STOCK 1S WELL MANUFACTURED 
DRY AND END-TRIMMED. 
Prices shown are for Straight Cars. Add $i per MFt for 2 to 4 items 


Refer 


to List AL 713 (‘Our 35th Year’’ 


Birmingham, Ala. Office: PO Box 97, Powderty, 


In Chicago Contact: Severin-Hoffman Lumber Co. 


FLEMING LUMBER COMPANY, Columbus, Ga. 


Phone 3-772! 
Phone 8-1(548 

















—L. H. L. 


Lumber Corp., Carlton, Ore. 


Manufacturers 
Dougias Fir 


E. J. Linke, Pres. 





A Sustained Yield Operation 


Guy Haynes, V. P. 


Graham Griswold, Secy. & Treas. 





Phone AM 2-6424 
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LUMBER CO. 






Idaho White Pine 
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SPRINGSTON, IDAHO 
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an BRAESIDE, ONTARIO, CANADA “Balance” Counts 


| Mfrs. of WHITE PIN (PINUS 
Genuine STROBUS) — 


Also sorne Norway and Spruce 


AIR-SEASONED — WATER-CURED 
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Special. White Pine Dry Short Shorts 

1 C. Sel. & B. 4/4 to 8/4 & wider x 16/71” 

al 1, 2, 3, 4 Com. 4/4 to 8/4 & wider x 13/71” 
Sawmills — Braeside and Temagami, Ontario 
1842 MEMBERS N.W.L.D. Assn 1950 
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Not even a tornado can pull loose 


SCREWTITE ALUMINUM NAILS! 
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They make aluminum roofs strong a 7 

and substantial - - secure against Oak Flooring Mouldings Pine Flooring 
roughest winds. Screw shanks Dimensions Siding 
hold nail in place -- neoprene Selective Cutting Acsures Permanent $ 
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MIXED CAR SERVICE on SHED STOCK 
For the RETAIL TRADE, Featuring: | 


” ad 
Satin Finished 
Soft-textured Yellow Pine Finish, Mouldings, 
Paneling, Ceiling, Siding and Close 
Grain Flooring—Shed Conditioned” 
in the Rough AFTER KILN DRYING 
to insure Accurate Machining 


APPALACHIAN WHITE PINE PANELING 


BALDWIN LUMBER COMPANY 


Division of WILLIAMSON TIE COMPANY 


On the main Line of SOUTHERN RAILWAY at CORNELIA, GA 
Offering FAST DISPATCH in ali Directions 


Sales office at WILLIAMSON TIE CO., 


Jacksonville 1, Florida 
Telephone 4-5578 P. ©. Drawer 1527 
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It is the kind of flooring that 
will build repeat business for 








you with carpenters and con- 


JAMES W. SEWALL COMPANY recy goed a em 
Consulting Foresters rules, carefully bundled. : 


Prompt shipment of mos? 
MAIN OFFICE: sizes and grades. 


OLD TOWN, MAINE so shi 
Ruttan “antag A a THE OZARK OAK FLOORING CO. 
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THE 7500-POUND capacity power winch, 
t-wheel-drive Dodge Power-Wagon, has 250 feet of 7 
variety of lumbering. farm, building and other uses. 

















conjunction with it, was demonstrated winching. 



















AUTOMATIC 


TANNEWITZ oo t'c: 


for Swing Saws 
SAVES 


30 Days Free Trial 


$30 to $50 A MONTH 
IN LUMBER AND LABOR 





















ORDER NOW OR SEND FOR 
CIRCULAR 


WITZ WORKS 


GRAND RAPIOS 
MICHIGAN 


TANNE 








CIRCULAR SAWS 
REPAIRED 


Worn out Inserted Tooth Saws retoothed like new 
to slightly less in diameter. 


Only genuine Simonds Bits and Shanks used. 


Over 50 years’ experience 
J. H. MINER SAW MFG. COMPANY 
Meridian, Miss. 
The original Miner Service 


Write for free Lumber & Log Scale — Dept. A 











driven from the power 
‘16-inch steel cable 
The vehicle is shown pulling a 
large log from a ravine during the recent mid-west demonstration for editors. 


New Power-Wagon Handles Farm Pulling, Lifting and Belting Jobs 


The Dodge 4-wheel-drive Power- usages was further demonstrated in technical men from furniture and 
Wagon, with a wide range of farm, such operations as powering belt- millwork plants, and lumber inspec- 
construction and logging implements driven equipment, fence erection, tors. 
and equipment designed for use in earth-moving, land-leveling and This course of instruction was orig- 


during a mid-west preview for edi- The 4-wheel-drive Power-Wagon the Timber Engineering Company, 
tors on the Illinois State Normal Uni- which has a rugged 94-horsepower Washington, D. C., an affiliate of the 
versity farm at Bloomington. engine, four-speed transmission, two- National Lumber Manufacturers As- 
The Power-Wagon was demon- speed transfer case and closed cab, sociation, as a vital part of its ex- 
strated with a new hydraulic lift does the work of a tractor in power- panding educational program, and is 
which greatly increases the work out- ing the implements and equipment aimed at elimination of waste at the 
put of farm implements. It performed demonstrated. When not in such use, mill in the production of low grade 
with great ease such farm operations it does the work of a conventional hardwood lumber. 
as plowing with a 3-bottom mold- truck. It has an 8-foot steel express Complete information for enroll- 
board plow, discing, harrowing, and body and a maximum payload of ment in the August 21-25 course in 
many others. Its wide application 3,000 pounds. “Milpak” and Low Grade Lumber 
to farm, construction and logging A dual power take-off is available Utilization will be sent on request to 


to deliver 536 r.p.m. at the tail sha’ | 
to operate many types of machine: 
or to drive a 9-inch diameter belt-p: 
ley drive to power many items 
auxiliary equipment at a belt spe 
of 3,124 feet per minute. The pow 
take-off also operates a front-mount: 
winch with a 7500-pound capacity. 
The Power-Wagon also. operat 
balers, fertilizer spreaders, buzz saws, 


post-hole diggers, double-disc ha 
rows, bog harrows, combines, spra 
ers and many other types of farm 
implements. 


Next Teco Milpak Course 
August 21 

The Timber Engineering Company's 
first and second training courses in 
the manufacture of “Milpak” and low 
grade hardwood utilization, have at- 
tracted representatives of companies 
from all parts of the country—dimen- 
sion plant superintendents, managers 
of hardwood sawmills, lumber buyers, 
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* Burns 25°, More 


* With 75% 
cinders. 


less smoke and 
Fool proof 
We Also Build 
BOILERS 5 TO 1200 H.P. 
TANKS and STACKS 
STRUCTURAL STEEL 
FABRICATORS 
MFRS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
SEATTLE, WASH. 














PLANER and JOINTER KNIVES 


also high speed knives and molding cutters 
ios the woodworking industry. 


“TAYLOR-STILES & CO. 


Riegeisville, New Jersey 


Western Agents: 


Hal! & Brown. W. VW. Machine Co.. St. Louis. Mo. 
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PONDEROSA PINE SUGAR PINE 


YA GOTTA MAKE CALLS 
IF YA WANTA GET RESULTS 


We solicit your inquiries 
Phone us, write us, wire us. 


Ask for our weekly offerings and transit car list 


H. S. CHISHOLM, INC. 


737 W. 3rd St., Reno, Nevada 
Phone: 2-9125 


DOUGLAS FIR) INCENSE CEDAR’ WHITE FIR 


“ALIFORNIA 


SUGAR & WESTERN 


TWX: RE-40 





~ PINE AGENCY, INC. 
#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


Pattern Lumber 


3 GAR Selects and 
st Be = Shop 


California Ponderosa Pine 
Mouldings and Cut Stock 
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Shevlin-McCloud | 
Lumber Co. 


Distributors of 


SHEVLIN PINE 


PONDEROSA PINE 
SUGAR PINE 
DOUGLAS FIR 
WHITE FIR 


Selling the Products of: 
THE McCLOUD RIVER LUMBER CO. 


McCloud, Calif. 


THE SHEVLIN-HIXON COMPANY 


Bend, Ore. 


Western Te Tatiitetien EXECUTIVE OFFICE 

e i : 
Ponderosa Pine Woodwork 900 First Nat‘l-Soo Line Bidg. 
West Coast Lumbermen's Association MINNEAPOLIS 2, MINN. 
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District Sales Offices 
New York 17 








San Francisco 5 

















Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


"A Wood for Every Purpose” 
KIRBY BUILDING HOUSTON, TEXAS 





"Is it as Good as Kirby's?” 














RENO-KUKACHKA 
WOOD IDENTIFICATION CHART 


For the first time a simple and easy to understand 24-page 
commercial hardwood identification chart is available for 
both the expert and beginner. This chart places similar 
woods and their features side by side and plainly points 
out differences which separate one from another. 


Covers 28 most important hardwoods — makes visual wood 
identification accurate and easy with just the naked eye 
and a hand lens. A simple, workable, one-source reference 
for only $1.00. Copies will be mailed approximately Octo- 
ber Ist. Send your order to: 


Vance Publishing Corporation 
139 N. Clark St., Chicago 2, Ilinois 








UILDING Propucts MERCHANDISER 


Top Service on 
Quality Lumber Products 


With its 130,000 acre tree-farm 
assuring a continuous supply of 
saw logs, with its newly modernized 
plant and mechanical handling 
facilities, Urania is better equipped 
than ever to meet your lumber and 
flooring needs. 


Mixed Cars a Specialty, 
Including Urania Hardwood flooring. 




























WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 


WILL NOT SHRINK 
: it WORKS BETTER. 


STICKS AND STAYS pur 
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Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 





























gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 






in POWDER Form 


( Here's the one that \ 





£) DONALD 
DURHAM 


Durham’s Rock- Pv oe 
Hard Water Putty lowa 





A PIG’S EAR 


There is an old proverb that you 
can't make a silk purse out of a 
sows ear 


BUT 


We make working drawings from 
sketches as shown for as little as 
THREE CENTS per FLOOR FOOT 
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Send your House Plan Redrafting to 


LUMBERMAN’S PLAN SERVICE 
PROMPT — REASONABLE 


120 Machin St. Peoria 5, Ill. 
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C. A. Rishell, Director of Research, 
Timber Engineering Company, 1319 
18th Street, N. W., Washington, D. U. 


Herb Lotz Awarded 
Certificate of Merit 


Herbert F. Lotz, a national figure 
associated with the Johns-Manville 
Sales Corp., New York, was recently 
awarded a certificate of merit by the 
Wisconsin Retail Lumbermen’s Asso- 
ciation and the University of Wis- 
consin. “Herb,” as he is known to 
the trade, received this honor for his 
cooperation in teaching for four con- 
secutive years in the thirty-day Re- 
tail Lumber Training Course held an- 
nually at the University of Wiscon- 
sin. 

Mr. Lotz has participated in 72 
schools conducted by retail lumber 
dealers’ associations throughout the 
country, in addition to many schools 
conducted by Johns-Manville. 


Biddle Company Expands Plant 

The Biddle Company, America’s 
largest exclusive putty manufacturer, 
has announced that it has acquired 
new space adjacent to its present lo- 
cation at 612 S. Main St. St. Louis, 
Mo. 

Oliver J. Biddle, president of the 
company, explained that the addition- 
al space will more than double the ex- 
isting plant area. Three new ma- 
chines of the latest type will be 
installed. Mr. Biddle said that the 
growing demand for Biddle products, 
Perma Glaze Glazing Compound and 
famous QD Primeless Putty, has made 
this expansion necessary. 


New Firm to Manufacture 
Window and Door Frames 


Announcement has been made of 
the incorporation of the Jaxton Manu- 
facturing Corporation, Glens Falls, 
N. Y. The company plans to manu- 
facture a line of millwork to include 
window frames, door frames, etc., 
and a line of various wood toy items. 

The Jaxton plant is located on nine 
acres with 30,000 square feet of man- 
ufacturing area, railroad siding and 
seven dry kilns. Milton F. Klein, 
president, reports the company an- 
ticipates that annual production will 
exceed $1,000,000 per year. 


Gibson-Homans Establishes 
Branch in Georgia 


The Gibson-Homans Co., Cleveland, 
Ohio, announces the formation of a 
southern division at Conyers, Ga., fol- 
lowing a merger with Hutson Manu- 
facturing Company, manufacturers in 
that city since 1946. The new divi- 
sion, known as The Hutson Manufac- 
turing Company, manufactures a 
complete line of roof coatings, calk- 
ings, aluminum and water-repellent 
coatings for jobbers and private label 
trade. 

Substantially increased production 
facilities have been added to the ex- 
isting plant as a result of new capi- 
tal introduced into the business by 
Gibson-Homans. 

Officers of the new corporation are: 
Harry E. Hutson, president; Harold 
R. Allison, vice-president; W. Robert 
Hutson, secretary and_ treasurer. 
Both Mr. Allison and Norman M. Cor- 
nell, vice-president of Gibson-Homans, 
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Left to right: Harry E. Hutson; Norman 
M. Cornell; Harold R. Allison. 


represent the latter on the board of 
directors. 

For seven years prior to 1947, Mr. 
H. E. Hutson managed the Lloyd A. 
Fry Roofing Company manufacturing 
division at Waltham, Mass. Before 
that he had served successively as 
representative for Flintkote and Rub- 
eroid and New England sales man- 
ager for Ruberoid for four years. 

Mr. Allison is chairman of the roof 
coating division of the National Paint 
Varnish and Lacquer Association and 
is in his 27th year at Gibson-Homans. 


Eastern Sales Manager for 
P. & F. Corbin Division Retires 


E. V. Pomeroy, vice-president of 
The American Hardware Corporation 
has announced the retirement of How- 
ard S. Parsons, eastern sales manager 
for the P. & F. Corbin Division in 
New Britain, Conn., after 52 years 
continuous association with the firm. 
Mr. Parsons a native of New Britain 
joined the Corbin organization on 
September 7, 1898. After a period of 
extensive factory training Mr. Par- 
sons was appointed sales representa- 
tive in New England and Northern 
New York territory, a position he con- 
tinued to hold until 1926 when he 
was named eastern sales manager. 
Under his direction hardware sales of 
the territory expanded until it was 
necessary to employ a complement of 
five field representatives to properly 
service the area. 


Arthur Mohrhusen Joins Rahr 


Frederic H. Rahr, president of the 
Rahr Color Clinic, color merchandis- 
ing consultants, has announced the 
appointment of Arthur H. Mohrhusen 
as merchandising director. Mr. Mohr- 
husen, who recently resigned as gen- 
eral merchandising manager of Devoe 
& Raynolds Company, Inc., is nation- 
ally known in the paint industry. He 
served Devoe & Raynolds for 26 years 
in various capacities, including sales 
management at Chicago, Minneapolis 
and Cleveland branch offices. He en- 
gaged in the development of the De- 
voe Brush Division which he man- 
aged for 12 years, prior to becoming 
general merchandising manager. 

Among the duties Mr. Mohrhusen 
will assume at Rahr in New York, 
will be licensing of paint manufac- 
turers in the United States and 
abroad, in connection with the new 
Tint-A-Matic paint coloring method. 
Developed in the laboratories of the 
University of New Hampshire, Tint- 
A-Matie solves many traditional color 
and paint marketing problems by rea- 
son of its basic simplicity. 
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 Obdtuartes.. . 


ji. ARCHIE GRAY, vice-president 
and secretary of the Midway Lumber 
Co., St. Paul, Minn., died July 8. He 
was a member of the Scottish Rite, 
Knights Templar, Royal Order of 
Jesters, the Town and Country club, 
St. Paul Athletic and Midway clubs. 
Survivors are his wife, Mabel, a 
laughter, Mrs. Arthur J. J. Bussman, 
and one grandchild, all of St. Paul. 





L. A. CAMERON of Detroit, Mich., 
died July 10 at the age of 51. Long 
associated with the plywood industry, 
Mr. Cameron was first with the U. S. 
Plywood Company, Detroit, then he 
wrganized the Cameron Plywood 
Company of Detroit. About two years 
ago he sold this to the Kochton Ply- 
wood & Veneer Company. 


THEODORE (“TED”) HUGHES, 
17, second son of the late William H. 
and Mrs. Kate D. Hughes, died of a 
heart attack July 15 at his home in 
Foresthill, Calif. A man of wide ac- 
quaintance and many friends, Ted 
was known as an expert sawmill op- 
erator. He joined his father in busi- 
ness who originally operated a saw- 
mill in Secorro County, N. M. The 
family moved its operations on sev- 
eral occasions, and established its 
sawmill eight years ago at Foresthill, 
Calif. because of better transporta- 
tion facilities. Other partners in the 
family enterprise are Mrs. Hughes, 
five brothers and one sister. 


GEORGE DEFOREST ROSE, 
president of the Spahn & Rose Lum- 
ber Co., Dubuque, Ia., passed away 
June 12. 


PAUL L. MILLER, prominent 
Couchwood lumberman, died June 5 at 
the age of 50 following a heart attack. 
Mr. Miller was the organizer, owner 
and general manager of the Looney- 
Miller Lumber Co. in Couchwood in 
Webster parish, La. The firm oper- 
ates sawmill and furniture division 
plants. Born in Arkansas, Mr. Miller 
moved to Louisiana when a child and 
grew up in the lumber business. He 
spent several years in the sugar busi- 
ness, then moved to Waco, Tex. as 
sales representatives for three Louis- 
iana lumber companies. Mr. Miller 
was a member and director of the 
Southern Pine Association, and a 
member and director of the Hard- 
wood Dimensions Manufacturers As- 
sociation. 


PURLEY D. BAILEY of the P.'D. 
Bailey Lumber Company of Detroit, 
Mich., died during the late afternoon 
of June 9. He was driving home, 
and a heart attack resulting in the 
ecllision with a railroad abutment 

led disastrously. His age was 
sixty-four, and with the exception of 

few years in the Ordinance De- 
p.rtment during World War II, when 
h« purchased lumber for the gov- 
e:.ment, his activities were largely 
hacdwood and on the West Coast, 
ing lumber. 


‘AUL V. SHIELS, 58, president 
of Charles F. Shiels and Co., lumber 
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dealers, 1251 Gest St., Cincinnati, 
Ohio, died suddenly June 13 at his 
summer home in Conway, Mich. Mr. 
Shiels had been associated with the 
lumber company for 40 years, which 
was founded by his father, the late 
Charles F. Shiels. He was a member 
of the Cincinnati Lumberman’s Club, 
Cincinnati Lumber and Millwork As- 
sociation, Chamber of Commerce and 
Cincinnati Club. 

DONALD D. DAVIS, president of 
the Minnesota and Ontario Paper 
Company, Minneapolis, Minn., passed 
away June 7. 


MILTON H. ZEIGLER, 83, retired 
lumberman, died June 3 at the home 
of his daughter, Mrs. J. I. Cline, 1211 
Haywood Road, Asheville, N. C. 
native of Dubois, Pa., Mr. Zeigler 
went to western North Carolina in 
1902 where he was associated with 
the Union Lumber Company, Potts- 
ville, Pa. that operated for a num- 
ber of years at Nantahala, N.C. He 
is survived by his wife, the former 
Miss Mary F. Cole, a daughter, Mrs. 
Cline and a son Clayton N. Zeigler. 


> 


DOUGLAS A. LOCKWOOD, 44, 
manager of the Building Materials 
Southern Division of The Flintkote 
Company, passed away June 21 in 
New Orleans, La., after a brief ill- 
ness. Mr. Lockwood was first asso- 
ciated with The Flintkote Company 
as a member of the general sales 
department in Boston in 1930. He was 
soon thereafter transferred to At- 
lanta and served as a territorial 
salesman in that district. In 1941 he 
was appointed assistant manager of 
the Southeastern District and later 
became district manager. He went 
to New Orleans as assistant manager 
of the Southern Division in 1947 and 
assumed the managership of the 
Southern Division early in 1948. 
Gordon G. Davenport, manager of the 
Southeastern District, Building Ma- 
terials Division, has been appointed 
Southern division manager to fill the 
vacancy caused by the death of Mr. 
Lockwood. 


HARRY R. DAGWELL, in the 
lumber and boat building business 
for about 50 years, died June 27 at 
his home in Indian River, Mich. Born 
in 1868, Mr. Dagwell had been in 
failing health for some time. He 
moved to Indian River when he was 
11 years old, entered the lumber 
business when a young man, and has 
resided there ever since. 


MACK B. NELSON, 78, former 
president of The Long-Bell Lumber 
Company, Kansas City, Mo., died of 
a heart attack June 10 in Carlsbad, 
Calif. Mr. Nelson had left Kansas 
City for his summer home in Long- 
view, Wash., and was visiting friends 
in Carlsbad when stricken. He was 
the third president of the company 
which R. A. Long built from one re- 
tail yard. He joined the firm July 31, 
1898 as superintendent of wholesale 
sales; he became general sales man- 
ager in 1903, and a director in 1904. 
He became a vice-president in 1914. 
Mr. Nelson was. president from 
August 25, 1923 until he retired April 
21, 1948. He continued to participate 
in Long-Bell affairs and was chair- 
man of the company’s advisory com- 
mittee. 





ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classi- 
fied advertising section in its field. 
All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 

Terms — Cash With Order 

Minimum Charge $2.00 

Rates: 


1 Time —10¢ per word for each insertion. 
Minimum charge of 50c per line. 

3 Times — 9c per word for each insertion. 
inimum charge of 45¢ per line. 


6 Times — 8c per word for each insertion. 
i um charge of 40c per line. 


26 Times —7c per word for each insertion. 
Minimum charge of 35¢ per line. 


For advertisements bearing box number count 
five extra words. There are approximately 
5 words to a line and when less are specified 
or used, regular line rate is charged. 

When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 
—————— 


HELP WANTED 


WANTED—Competent hardwood buyer and 
inspector acquainted with northern hard- 
woods. We have permanent position for « 
capable man of good character. 
MARQUETTE LUMBER CO.. INC. 
306 So. Notre Dame Avenue 
South Bend. Indiance 


Wanted—Experienced millwork detailer and 
biller, old established concern. good salary 
and bonus, steady work and fine opportunity 
for advancement. Address Box D42, American 
Lumberman, Inc. 


Wanted—Detailer and Biller for special mill- 
work. One who can make shop awings 
and material lists from architect’s plans. Give 
complete information regarding ability. salary 
and availability when replying. Location Ohio. 
Address Box D-41, American Lumberman. Inc. 


Wanted: Man with sales office experience to 
handle Wholesale office on sal and com- 
mission basis. Prefer party wi Westside 
Mill connections and sales experience. Ad- 
dress Box D-40, American Lumberman. Inc. 


Hardwood Sales Manager with following with 
consumers and mills. for hardwood depart- 
ment. Large Southern Wholesaler. Depart- 
ment already established doing goed busi- 
ness. $500.00 a month drawing account with 
40-60 split profit on net profit. For right man 
this wonderful opportunity. Address Box D-3S. 
American Lumberman. Inc. 

Plywood salesman. door experience prefer- 
red. State full experience, record of employ- 
ment. sales record and income expected. 
Prosperous distributing business may be ac- 
uired on easy terms to right man. Owner 
esires to retire. Write Box D-38. American 
Lumberman. Inc. 

Plan take-off man and estimator. Lumber and 
Millwork. Large yard. Southwestern Ohio. 
Permanent position. Opportunity for ad- 
vancement. State age. experience and sal- 
ary expected. Address Box D-34, American 
Lumberman, Inc. 
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- SITUATIONS WANTED 





RETAIL SALESMAN 

Experienced in all phases of hardware and 
building products. Must be ambitious and 
have good personality. Excellent | enpgpnaid 
for right man. Reply by letter. State age. 
education and detailed experience. 
and bonus. Hill-Behan Lumber 
5601 Elston Ave., Chicago 30, Ill. 
Mr. Reading 


Salary 
Company, 
Attention: 


WANTED 
We have a permanent position for a man 
familiar with Yellow Pine Mills and their 
production, who has had wholesaling experi- 
ence to supervise Yellow Pine Department in 
our Chicago office. This is an excellent op- 
portunity for the party who can qualify. This 
position carries a generous drawing account 
plus added compensation as a bonus de- 
termined by profits realized. Prefer a man 
not over forty years of age. 
EDWARD HINES LUMBER CO., 77 W. Wash- 
ington, Chicago 2, IIl. 


Owner wishing to retire looking for right 
man to handle sales and general manage- 
ment of lumber and wood products manufac- 
turing business in growing city central IIli- 
nois with the idea of eventually acquiring 
business, or will consider selling. Liberal 
terms to right party. Inventory in excess of 
$100,000. Address Box D-47, American Lum- 
berman, Inc. 





WANTED: Average size, high class wood 
working company, A. F. of L. Union Shon, 
established 1911 producing architectural mill- 
work, cabinets, etc., 90% special, both hard 
and softwood, desires employ: 

One well trained and experienced general 
foreman; must be cost minded and a good 
producer of quality work. 

One good detail cutter. 

One good detail moulder man. 

Two good all around machine men. 

Three good detail millwork bench men. 
Four good detail cabinet makers. 

One good detail frame man, to lay out, size 
and assemble. 

Address Box D-52, American Lumberman. Inc. 








Wanted: An experienced detailer, estimator 
and biller for special wood mill work. Ad- 
dress Box D-23, American Lumberman, Inc. 





Wanted—Young man, thoroughly experienced 
in Retail Building Material business. Com- 
petent, aggressive. for General Sales Man- 
ager. Established yard near Asbury Park, 
New Jersey. In reply give full details of ex- 
perience, education. age, marital status, etc. 
Address Box D-48, American Lumberman, Inc. 








SITUATIONS WANTED 








Wanted to represent Mill or Jobber for Pon- 
derosa and Fir in Illinois including Chicago 
and Wisconsin, on salary plus commission. 
Can give experienced representation. Ad- 
dress Box D-37, American Lumberman, Inc. 


fgg | graduate, capable of managerial 
duties. Experienced contractor and builder, 
estimator and salesman. 
tail lumberman. Will consider any location 
for any hase of lumber or building. 
Young— with family. Address Box D-25, 
American Lumberman, Inc. 


4th generation re- 


POSITION WANTED 
Competent, experienced retail lumber yard 
manager, 25 years experience, all phases of 
the lumber business, 44 years, married, fam- 
i desires position as manager of city yard 
of substantial volume, or one with a heavy 
poteetes volume. Capable of operating in a 
ighly competitive situation. Now employed 
but wish to make change. Address Box D-32, 
American Lumberman, Inc. 





Experienced Yard Manager desires connec- 
tion in Chicago or vicinity. Thoroughly ex- 
perienced in lumber yard detail. Can furnish 
reference from present employer. Address Box 
D-29, American Lumberman, Inc. 





Experienced and Capable Lumberman with 
proven ability. Twenty years experience, de- 
Sires position as manager in Michigan yard. 
If you desire to retire and place your busi- 
ness in capable hands, write me at ONCE, 
Box D-35, erican Lumberman, Inc. 
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Wanted sition as manager of retail lum- 
ber —_ 14 years experience in lumber, 
paint and Builders Hardware. Can furnish 
references. Address Box D-49, American Lum- 
berman, Inc. 





Young man desires position as assistant yard 
manager. Veteran with 3 years college train- 
ing. Limited experience. Age 22. Prefer mid- 
western location. Address Box D-50, American 
Lumberman, Inc. 





WHOLESALE BLDG. MATERIAL SALESMAN 
Wishes association with reputable wholesaler 
of lumber and/or millwork. Clientele located 
Northern New Jersey. Background 23 years 
selling experience. Address Box D-53, Ameri- 
can Lumberman, Inc. 


MANAGER — with outstanding record in the 
successful management of rather large yards 
and as division manager of a group of yards 
seeks new connection. Age 52, excellent 
health and best of references. Address Box 
D-55, American Lumberman, Inc. 








SALES REPRESENTATION 
AVAILABLE 








AGGRESSIVE MANUFACTURER’S AGENT: Ten 
years experience — offers complete coverage 
to lumber yards in Wisconsin area — Commis- 
sion basis — can provide warehousing. If you 
are a reputable concern please write Box 
D-54, American Lumberman, Inc. 





- LUMBER & DIMENSION 
WANTED 








WANTED TO BUY: One to five carloads of 
either Western Red Cedar or Redwood 1x3 
fence pickets: also Western Red Cedar in the 
following dimensions: 1x3, 3x4 and 4x4 S4S, 
No. 1 Common, ose or dry. Bulk of mate- 
rial we are seeking to be random lengths. 
Please specify price F.O.B. 
Long Island, New York, 
$1.18 transcontinental rate. 


KAUFMAN-ALLIED, 139-24—224th St. 
Laurelton 13, L.I. New York 


Central Islip, 
which takes the 





Can use 5 cars 10/4 monthly green or kiln 
dried Ponderosa shop R/W and R/L. Also 
some 8/4. Blue stain permissible. Prompt 
payment. Advise price delivered. Beau Prod- 
ucts Company, East Berlin, Pennsylvania. 





WANTED—PLYWOOD 
Any Quantity—All Sizes—We pay cash. 
OLEDO PLYWOOD CoO. 
1011 N. Westwood Toledo, Ohio 





WANT TO BUY 
One car, 5/4 and 6/4, Cherry, #2Common & 
etter. 
One car, 4/4 Cherry, #2Common & Better. 
Address Box D-33, American Lumberman, Inc. 





Wanted—Appalachian Hardwoods, also Round 
oo, — Locust. P. O. Box 1323, Cumber- 
and, . 


Plywood and Masonite Cutoffs wanted. Any 
size, type, etc. No quantity too large. Cash 
immediately. Write Box D-51, American Lum- 
berman, Inc. 





~ USED MACHINERY WANTED | 


Wanted: Army Trucks—GMC 6x6 Banjo Type. 
Long Wheel base — Also diesel loaders 
mounted on trucks. Address Box C-69, Ameri- 
can Lumberman, Inc. 





Wanted: 1—12’’x38’' Shot Gun Steam Feed 
with back head, extension front head. Com- 
=—, Address Box D-27, American Lumber- 
man, Inc. 








— 


WANTED TO BUY— 
MISCELLANEOUS 


en, 
en 





RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER CO., INC. 
1859A Railway Exch. Bidg., St. Leuis 1, Mo, 


STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before selling 


MIDWEST STEEL CORPORATION 
Charleston. W. Va. 











WANTED—D Shavings and Sawdust. Ad. 
dress Box B-57, American Lumberman, Inc, 





~ LUMBER & DIMENSION 
FOR SALE 











FOR SALE 


MOULDING AND SELECT GRADES PON. 
DEROSA PINE LUMBER for millwork trade. 
Stock air-dried to average approximately 12%, 
and classification based on WPA rulings. We 
sell only car load and trailer lots from our 
warehouse in Laredo. We solicit inquiries, 


R. G. GARCIA 
Importer—Exporter 


309 Sames-Moore Bldg. Laredo, Texas 





1 carload 4/4 2A and Better thoroughly dry 

and thoroughly seasoned gum at our mill 

Boughton, Ark. 1 carload C. B and Better 

yellow pine boards S4S, also some center 

matched at our warehouse, Springfield, Ill. 

Arthur H. Krebs & Co., Springfield, Ill. 
ROUGH GREEN LUMBER 

Ponderosa Pine and White Fir 

3 cars per week—Mill Run 

SUPERIOR LUMBER CO., ALTURAS, CALIF. 


DIMENSION FOR SALE ; 
2x4—RL Fir, Larch, Hemlock and White Fir. 
2x6—RL 
2x8—RL 
2x10—RL 

Some Boards and Shiplap. 
R. J. Spring Lumber Co., Riv. 9882 
1029 West Ist. Spokane 8, Washington 


200 Pcs. 2x10’’—12’ practically clear dry Fir 
S4S, nice stock. 
The Kerns Hardwood Co. 
53 W. Jackson Blvd., Chicago 


LUMBER FOR SALE 














Western White Spruce 
stern Spruce 


Hemlock 
MILL VALLEY LUMBER COMPANY, LTD. 
PHONE 80 
OSHAWA — ONTARIO 





~ BUSINESS OPPORTUNITIES | 





SHOULD WAR COME 
Detroit demand for lumber will be tremendous. 
May we suggest our close contact service 
with large manufacturers and yards? 
ARTHUR E. BENSON and Associates 
1448 Virginia Park—Detroit 6, Mich. 
Commission Lumbermen 





Wanted connection wholesale hardwood floor- 
ing warehouse business for distribution retail 
and building trade New York, New Jersey 
area, with experienced individual or concern. 
Address Box D-44, American Lumberman., Inc. 





"BUSINESSES FOR SALE 


———-—] 











For Sale: Yellow Pine concentration yard with 
planing Mill. Circular Saw, modem Dry Kiln 
entirely new, Power plant. Located in central 
Alabama. Adequate timber supply and rail 
facilities. Will sell for cash or consider rea- 
sonable down payment. Address Box B-33, 
American Lumberman. Inc. 





For Sale: Well established retail yard in ex- 
cellent business section of Western Michigan. 
Building supplies. paint and hardware lines. 
Well equipped mill for custom woodworking. 
Inventory and equines will require @ 
proximately $100,000.00. Buildings and groun 
$50,000.00. Will sell buildings and grounds 
on contract. Address Box D-36, American 
Lumberman, Ine. 


. & 
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